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x “It is well for a man to respect his own vocation, whatever it is, 
and to think himself bound to uphold it and to claim for it the 
respect it deserves.” — Charles Dickens. 


OFFICERS In the Editor's opinion — 


Herbert R a. - * USE THOSE ‘Tools 


Vancouver 


Back in mid-summer of 1960, we visited a business acquaintance and 


Vice-Presidents * noticed his well-stocked library of reference books. While admiring his 
extensive selection we casually remarked that if he had read even half of 
Bert Katz - - - - - - - - Ottawa er : 
SL Melton - - - - - - Edmonton x them, he would be well-informed indeed. 


With a disparaging wave of the hand which gestered towards his 
Regional Vice-Presidents x library, he admitted that he hadn’t read even one book cover-to-cover. 
“Just can’t seem to find the time” he said. 


D. M. Spencer - - - Edmonton, Alta 
Mladen Zorkin - - - Nanaimo, B.C : ‘ . . ne ‘ . 99 . 
©: &. Siassite - - - Winnlnes, Men * We cannot accuse this man of laziness or “putting up a front”. If we 
Y >. » ‘ - _ a IR . > . 
anion Pie oe, => had to choose between the two, the latter might loosely fit the bill. There 
Co. Cpe - > + Cea x isa degree of mental laziness in his attitude; sufficiently strong to offer 
P. J. Harvey - - - - Brantford, Ont hi ‘ s¥CLICe 

i xcuse. 
Marcel Audette - - - Montreal, P.Q in ee 
D. P. Woodley - - - Saskatoon, Sask 


x Most of us use this guise from time to time. In this case, there were 
twenty to thirty volumes being ignored yet they mutely beckoned each 


EDITORIAL COMMITTEE » day for attention. Before we begin to sound too verbose or pompous, 


i i we must admit that this lethargy or inertia also finds us willing victims. 
George Calladine , , ‘ : P 

Herold Hore x Our acquaintance did say that, from time to time he read segments 
Garth Webb of certain books; sometimes seeking advice for a certain problem. 


Roger Desmarais 


x Continued on page 5 
* * * * * * * * * * * 
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LOW_RENTAL HOUSING — 


FULL RECOVERY 
OR SUBSIDIZED? 


by D. Jane McLean, B.A., F.R.I. 






slums do not create problem families 
. « « but families do create sluns ! 


Our National Housing Act is one of 
the best pieces of housing legislation 
of any Government in the world today, 
and too few of our people are 
familiar with the scope of its provi- 
sions. The portion of the Act with 
which most people are familiar, of 
course, is that dealing with speculative 
loans for building new homes, This 
discussion however, is centred around 
that portion of the Act which stimu- 
lates the building of Low Rental 
Housing. 

The Act provides for two types of 
Low Rental Housing — one type built 
under the Limited Dividend Com- 
panies — and the other under Federal, 
Provincial, Municipal auspices. Under 
the Limited Dividend Company por- 


tion of the National Housing Act any 
service club, any church, any group of 
citizens who wish to build low rent 
housing may do so at very little cost 
to themselves. The only money that is 
necessary to raise is 10% of the cost 
of the project. The cost of the build- 
ings and their maintenance is amor- 
tized over 50 years and the rents for 
the various units are set by C.M.H.C. 
These are Full Recovery Projects and 
several of them have been erected in 
the Ottawa-Hull Area, Habitation 
Laurier in Hull, Lowren, Mooretown 
and Bon Logis in Ottawa. 

The units erected under the Federal, 
Provincial, Municipal portion of the 
Act differ firstly in the division of the 
costs. 75% of the cost is borne by the 


Jane McLean’s analysis of our 
public housing problem recites 
information hitherto not known 
or examined by many Canadians, 
even those allied by profession to 
this field. Her searching disser- 
tation should be read by each one 
of us because of this fact. 

This entreaty is especially 
directed to those realtors who 
have a voice in civic administra- 
tion; for these men, having here 
been given an original insight 
into public housing’s conumdrum, 
can speak with a degree of 
authority whenever this absorbing 
topic is tabled for discussion. 

— the editor 
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Federal Government, 1712% by the 


Province and 742% by the Munici- 
pality. The rents differ also in that 
the rent may be assessed on a full 
recovery basis or on the basis of a 
subsidy. The manner in which these 
rents will be assessed must be set 
forth by the Municipality at the time 
it makes its application to participate 
in a Federal, Provincial, Municipal 
Low Rental Project. 


* ~ 7 


Low Rent Projects have two main 
objectives. The first objective is to 
bring good housing accommodation 
within the reach of the majority of 
our citizens. 

The second objective is to eliminate 
substandard housing by forcing private 
interests to tear down, repair or reno- 
vate substandard housing. 

There has been little or no quarrel 
with the broad objectives of low rent 
housing. The difference of opinion 
arises in the manner in which the rent 
for those units erected under Federal, 
Provincial, Municipal portion of the 


eR 


Act should be assessed. Should these 
rents be assessed on a full recovery 
basis or on the basis of a subsidy? 

Those who support the premise that 
the two main objectives of Low Rent 
Housing are reached better, more 
readily and certainly more economi- 
cally by full recovery projects, rely 
almost entirely on the history of sub- 
sidized housing during the past 20 or 
30 years. 

During the ’30’s subsidized housing, 
or public housing as it is called in the 
United States, was a very popular 
socialistic programme. Almost every 
city in United States of any size 
attacked its slums and also attacked 
its juvenile and adult delinquency 
problems by means of subsidized 
housing. The social workers of the 
’°30’s felt that if they could only get 
their problem families into decent 
housing, the problem families as such 
would disappear. 


* * + 


In 1958, the Editors of Fortune did 


timers of the public housing movement 

. these critics are saying that the 
program is just not working out as 
expected, and some major revisions 
are needed. 

“The new criticism reflects in part 
the disillusionment of the liberals. 
“Once upon a time”, says a close stu- 
dent of New York’s slums, “we 
thought that if we could only get our 
problem families out of those dreadful 
slums, then papa would stop taking 
dope, mama would stop. chasing 
around, and Junior would stop carry- 
ing a knife. Well, we’ve got them in 
a nice new apartment with modern 
kitchens and a recreation centre, and 
they’re the same as they always 
were.” 

“It is now recognized that housing 
is far from decisive in the making of 
good citizens. Very few students of 
the subject now believe that the slums 
create crime, vice and disease. It is 
now considered more likely that the 
slums simply attract problem families, 





“Giving families $10,000 or $12,000 houses out- 
right would be a lot cheaper for the city or 
federal government than the project (subsi- 


dized) system.” 





a study on all the main cities in the 
United States. One of the subjects 
under study was the effect of this 
public or subsidized housing. Here’s 
what the Editors of Fortune reported 
on its results :— 

“From its inception in 1937, the 
federal programme was subjected to a 
fusillade of abuse from real estate 
groups: public housing was ‘socialis- 
tic’; it was unfair competition to 
private enterprise; it was an un- 
warranted subsidy to families who 
have no more right to a ‘free new 
home than to a free new car’. This 
kind of attack against public housing 
in principle is now pretty well muted 
in most big metropolitan cities. In its 
place has come criticism from a new 
and unexpected source. In fact they 
include some of the distinguished old 


and their problems will not be erased 
by putting these families in a public 
housing project. 

“Public housing is inordinately ex- 
pensive. Capital charges run to more 
than $13,000.00 per unit and are some- 
times as high as $20,000.00. For that 
kind of money, the government could 
buy the tenants houses of their own in 
nice suburban communities. There is 
no question but that giving families 
$10,000.00 or $12,000.00 houses out- 
right would be a lot cheaper for the 
city and federal government than the 
project system.” 

Here in Ontario we also have had 
experience in subsidizing housing. The 
following is an excerpt from the Pro- 
ceedings of the Western Regional 
Managers’ Meeting of the Ontario 
Housing Authorities which took place 
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in Windsor, Ontario, in February, 
1960 :— 

QUESTION :—“Are the families in 
greatest need in your community 
being housed in your projects? 
Are these families in general un- 
desirable? Are they troublesome 
or just troubled?” 

DISCUSSION: — Experience indi- 
cated that housing the families in 
greatest need meant more main- 
tenance. Therefore, the acceptance 
of the tenants with the minimum 
income resulted in the maximum 
outgo. In general, these were 
large families, inadequately con- 
trolled, and the parents were poor 
managers, 

Frequently the need was not 
caused by the low income of the 
family but by poor management. 
When money was available, the 
family would purchase luxury items 
rather than staples and necessities. 
Similarly, during peak income 
periods, they spend as they go, 
rather than putting something aside 
for a rainy day. It was the feeling 
of the social agency representative 
that the amount of rent was not 
significant; neither was the quality 
of the accommodation. Primarily, 
problems involved inadequate people 
rather than inadequate housing. 
Agency representatives told the 
Chairman that substandard housing 
was NOT a cause in itself of family 
break-up. It was one of many. 
One of the agreed upon objectives of 

Low Rental Housing is to (sic) — 
house those of our citizens who can- 
not economically afford the going 
rents and who want good, decent 
living accommodation. The phrase- 
ology is important. One of the great 
differences between the two methods 
of assessing rent in these low rent 
projects is that, on the one hand, those 
who support subsidized housing be- 
lieve that, whether or not this is one 
of the aims of the family concerned, 
the community has a duty to supply 
good housing to each and every family. 
This is one tenet with which the pro- 
ponents of Full Recovery Projects do 
not agree. 


Continued on page 24 


— SEE LOW RENTS 





Miss McLean is executive secretary of the Ottawa Real Estate 
Board. In 1958, while still a licensed realtor and member of the 
board, she completed her studies of the 3-year C.1.R. course in Real 
Estate principles and, graduated as top student in all three years! 
Shortly after this, she accepted her present post. 


Miss McLean is president of the Board Secretaries’ Council of 
C.ARE.B. 








how to 
control 


prospects 


without tears 


by Harold S. Hare, B.A., B.Sc. 


Every broker and every salesman 
who has been in business for any 
length of time has had the experience 
of happily bringing in an offer only 
to be chilled by the remarks of anothe 
salesman who has said “That’s my 
prospect” — can understand our rea- 
sons for setting up the system we have 
incorporated in our office. 


We have tried card systems, book 
systems, the honour system and each 
one has broken down under the strain 
of the human element involved. 


Our latest attempt has been on trial 
for about one year and seems to have 
met with 100% success. 

In evolving this system we had 


several objectives which were = as 


follows: 

1. To make sure that every prospect 
who entered our office was looked 
after to the best of our ability. 


2. To make sure that a salesman who 


worked on a_ prospect would 
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this and more, because 


THE 


AUTHOR 


Mr. Hare has a well-rounded education 





He graduated 
in Arts from the University of Saskatchewan and then 
later took a science course at Queen’s University where 
he received another degree in Engineering 


He began 


his own real estate practice in Brampton in 1949 and 
now has two branch offices, one at Georgetown and the 
other at Orangeville 


He is a regional! director of 


O.A.R.E.B., past president of the Brampton board and 


“Belong” to that prospect and all 
other salesmen would know this. 
In the event that a salesman leaves 
our firm, we have a complete regis- 
try of all his prospects which can 
readily be assigned for follow-up 
by another salesman. 

To provide a complete registry of 
all prospects and thus have a ready 
method of analysing where they 
came from and which salesman 
handled the most 
This gives us a better chance to 


prospects etc. 


plan office expenditures on ad- 
vertising, window displays, special 
advertising ete. 

To date this system has done all 
better than 


any other system, it has promoted 


complete harmony within the office. 


HERE IS HOW THE SYSTEM WORKS 


& 


Each salesman is provided with a 
heavy-duty 38-ring binder which 
remains the property of the firm. 


Each salesman is provided with 
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also sits on the editorial committee of C.A.R.E.B 


blocks of 50 sets of numbered dup- 
licate prospects sheets with throw- 
away carbon. These sets fit into 
the binder noted in item 1 above. 
When a salesman interviews a 
prospect he records the interview 
on his prospect sheet. He will 
make particular note of the source 
of the prospect, the down-payment 
available, the monthly cash pay 
ment that can be considered, as 
well as all other data which could 
help the salesman give the best 
service possible. 
The salesman retains the original 
copy while the carbon copy is filed 
in the office. As you will note on 
the front side of the sheet (Illus- 
trated above left), all data can 
be recorded to assist the salesman. 
On the reverse side the salesman 
keeps a running record of proper- 
ties shown to the prospect. 

We give the salesman sole rights 
to a prospect for sixty days. These 





THE HAROLD S. HARE REALTOR Ltd. prospect card appears to be the answer for an efficient and permanent record of 


all prospects 


salesman 


Sheet at left when filled in with complete data, gives the firm a good analysis of the customer 
right, which is on the reverse side, indicates the address and number of listings shown the customer 
come in duplicate sets with throw-away carbon 


Sheet at 
These sheets 


The carbon copy is filed in the office, the original remains with the 


neg 


rights can be renewed for addi- 

tional periods of thirty days if 

the management is satisfied that 
the client is being looked after. 

5. The office secretary, upon receipt 
of the numbered carbon prospect, 
records it twice in the Real Estate 
Prospect Register (obtainable from 
A. Rowden King, East Orange, 
New Jersey) — once in the alpha- 
betical section and once under the 
type of property that a prospect 
is seeking. Thus, if a home listing 
comes in priced at $30,000 we im- 
mediately refer to our prospects 
grouped in this category in the 
fegister. We do this before ad- 
vertising the property. In many 
cases we can eliminate entirely, 
the necessity of advertising. 

6. In the event that a prospect comes 
into the office, it is the responsi- 
bility of the salesman on duty at 
the time to ensure, by checking 
the alphabetical section of the 

tegister, that he is not dealing 
with another salesman’s prospect. 
If the prospect has already been 
registered he is referred to the 
proper salesman. Failure to do 
this may result in him getting no 
commission even if he obtains a 
sale! 

We have been operating this sys- 
tem for about one year and the sales- 
men are most enthusiastic about it. 
We have found that prospect argu- 
ments are 98% eliminated. 

From the office standpoint, the 
system has provided a wealth of 
statistical data, which has been in- 
valuable for office planning purposes. 
We now know where our prospects 
are coming from, which newspapers 
are providing the best coverage, how 
many prospects each salesman is 
handling and what happens to the 
prospect. We can, more thoroughly, 
analyse why some of the prospects 
bought. 

We can also sit down with each 
salesman and go over each prospect 
to make sure no stones are left un- 
turned. This ensures that the pros- 
pect is given the maximum in service. 

The only disadvantage we have 
found in the system to date, is the 
possibility of the salesman filling in a 
prospect and not following up on him. 
This can best be handled by making 
sure that the manager or owner regu- 


‘ larly goes over the prospects with the 


salesman. This way he can re-assign 
prospects who are not being properly 
serviced. 


@ The wise man is informed in what is 
right. The inferior man is only in- 
formed in what will pay. 
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HOW TO JOIN THE CORONARY CLUB 


Some fellows actually seem anxious to do it. 


Here are some rules which if 


followed will insure any executive — membership in the club, with its bonus of 


a shortened life. Here they are: 


1. Your job comes first; personal considerations are secondary 

2. Go to the office Saturday evenings, Sundays and holidays. 

3. Take the brief case home on the evenings when you do not go to the 
office. This provides an opportunity to review completely all the troubles 


and worries of the day. 


4. Never say no to a request — always say yes. 


5. Do not eat a restful, relaxing meal — always plan a conference for the 


meal hour. 


6. Fishing and hunting are a waste of time and money — you never bring 
back enough fish or game to justify the expense. Golf, bowling, pool, 
billiards, cards, gardening, etc., are a waste of time. 

7. It is a poor policy to take all the vacation time that is provided for you. 

8. Never delegate responsibility to others — carry the entire load at all 


times. 


9. If your work calls for travelling, work all day and drive all night to make 


your appointment for the next morning. 


10. Never visit your doctor. 


11. OVERWEIGHT never killed anyone — when you feel like exercising, just 


sit down until the feeling leaves you! 


Yes, this seems to be a foolproof recipe for a short life. But what’s merry 


about it? 


Published by the Y.M.C.A., 
Denver, Colorado. 





BOOK REVIEW 


An excellent outline of “Do’s and Don’ts” in advertising is contained 
in the book “How to Use Classified Advertising to Sell More Real Estate”. 
The volume, authored by Morton J. A. McDonald, is published by Prentice- 


Hall Ine. 


The material deals with the basic precepts of classified advertising 
and includes: ‘How to find the right prospect’; “How to pick Selling 
Points”; ‘How to design your selling message for ‘Face to Face’ reading”; 
“Kitchen English”? and many other quite valuable tips on copywriting 
and Ad construction including use of illustrations. 

Cost of book is $4.75 and is procurable by writing: The Librarian, 


C.A.R.E.B., 109 Merton Street, Toronto 7, Ont. 


For a comprehensive list of available publications at C.A.R.E.B. head 


office, consult back cover of this issue. 





COVER PICTURE 

It is pleasant to note the trend 
away from “slabs of cement stood on 
their end”, that is invading Canadian 
architectural design. 

Gerard Notebaert, a Montreal archi- 
tect has managed to create a beautiful 
edifice without sacrificing functional 
expression. Mr. Notebaert hopes that 
his brainchild, soon to be erected in 
Kingston, Ontario will be the fore- 
runner of “Office Parks” to illiminate 
the “blatant nervous crying of the 
straight level window ... endless row 
of stores... (supporting) ...a con- 
tinuous row of second floor offices .. . 
creating tension, time consuming 
problems of parking .. . existing 
hodge-podge of construction impact 

” 


The trunk or cylinder of Notebaert’s 
design serves as a visual assistance in 
isolating the building, at eye-level 
from its neigbour. 











a merchant's view of 


SHOPPING CENTRES 





by Paul Pogue 


In the December Canadian Realtor, there was published a paper 
authored by R. A. Salmon, entitled: “A Developer’s View of 
Shopping Centres”. Here Mr. Salmon explained the usual pro- 
cedure in developing and leasing. Having read this article, Paul 
Pogue, President of a five-branch Holding Company, was inspired 
to submit a response. “I was not prompted by recrimination to 
write this article;” Mr. Pogue claims, “rather, I felt that the 
problems of the man ‘on the other side of the fence’ should be 
defended. As a matter of fact, you will note that I make distinct 
reference to Mr. Salomon’s honest awareness of the plight of the 


smaller merchant.” 


The December issue of “The Canadian 
Realtor” carried an article entitled 
“A Developer’s View of Shopping 
Centres” which was written by Mr. 
Richard A. Salomon. The views he 
expressed are those of the developer 
as the title indicated and are, I 
imagine, mainly for the consumption 
of realtors who are or might be acting 
as rental agents for the developer. 
Very little information from the 
merchant’s or tenant’s viewpoint is 
ever disseminated. Is it possible that 
realtors aren’t interested in acting {fur 
Quite frankly, and unfor- 
tunately in a sense, it has been my ex- 
perience that such is the case. In fact, 
I have found that lessees are usuaily 


a lessee? 


compelled to stand their own ground 
without benefit of counsel. Of course, 
the very large chain store operators 
have their own real estate depart- 
ments staffed by people quite capable 
of standing their ground in 
negotiations. There are however a 
host of small merchants and indepen- 
dents who could use the services of a 
good realtor if it perfectly 
evident that the realtor knew some- 
thing about his problems and could go 
to bat for him. 


lease 


were 


For many years we have had a 
sellers’ market and realtors have be- 
come so conditioned to viewing the 
problem of rentals through the eyes 
of the lessor that he has become 
blinded to the needs of the lessee. 
It would appear quite proper to 
suggest that perhaps the time was 
ripe for a change; the pendulum has 


now swung over to a buyers’ market 
in so many aspects of our ecaonomic 
life. 


tecently I completed a_ rather 
thorough study on the percentage 
lease from the viewpoint of the mer- 
chant or lessee, with particular 
emphasis on the viewpoint of the 
small or independent merchant. In 
this study I discovered so many in- 
equities that I felt compelled to put 
my findings in writing so that other 
small merchants might benefit by it 
too. These were published in a trade 
magazine covering our specific field. 
The inequities that I speak of have 
to do with the wide disparity in the 
leasing terms (both basic guarantees 
and percentages rates) between the 
large “supermarket operators” and 
the “independent merchant”. Percent- 
age rental rates range from a recom- 
mended 1 per cent for the super- 
market to 10 per cent for beauty 
salons, millinery stores, some book 
shops, florists, ete. In many cases the 
developer is virtually giving away his 
space to the supermarket and de- 
partment store operators, and then 
taking it out of the hide of the little 
fellow. I would like to quote from 
two places in Mr. Richard A. Salo- 
mon’s article in your December 
First, at the top and in the 
middle column of page 7, I quote: 
“however, the owner often pays a 
penalty for leasing space to the de- 
partment store as they generally only 
pay somewhere in the vicinity of $1.50 
per square foot, and because of the 


edition. 


high construction cost, a rental of 
approximately $2.00 per square foot is 
required in order to break even. 


“Therefore, you must make up the 
deficit which has been incurred by con- 
cluding profitable leases at high rentals 
with other tenants.” (Presumably the 
independent merchant.) 


Secondly, in the top middle column 
of page 25 (a continuation of the 
same article): “Rental rates vary for 
local tenants from $2.00 in smaller 
Centres to $7.00 per square foot for 
small space between 400 to 700 feet, 
in larger Centres. 


“They usually pay the most per 
square foot and are given the least in 
way of construction. They represent the 
developer’s profit in the deal. However, 
it is important to remember that be- 
cause of certain inherent characteristics, 
some businesses cannot afford to pay 
burdensome _ rentals.” 


I am rather gratified that Mr. 
Salomon had the forthrightness to in- 
sert the last sentence as it clearly in- 
dicated that while he was quite aware 
of the tremendous pressure of the 
“supermarkets” for unprofitable and 
inequitable leasing terms, he was 
still aware of the rightful needs of 
the little fellow too. These are the 
needs that realtors should be prepared 
to stand up for on behalf of the in- 
dependent merchant providing, of 
course, he can demonstrate his ability 
to do so. 


* * * * 


The problems of inequities largely 
stem from the imbalance of weight 
and power in the hands of the super- 
market and the department store 
operators. The developer of the 
Shopping Centre has, for several 
reasons (some erroneous), arrived at 
the conclusion that the supermarket’s 
role as the key traffic generator justi- 
fies it is being given leasing terms 
that are out-of-keeping with sound 
business principles. The developer 

Continued overleaf 
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Mr. George Pattison and one of the electrically heated homes he built 


in Blossom Gardens Subdivision near Cooksville. 


With 30 years of building experience, he finds electrically heated homes are easiest to sell. 
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mean easier sales better profits for ae 


George Pattison, president of Pattison Con- 
struction Limited, has proof that house-hunters 
look for, and like, electrically heated homes. 
He has built and sold 19 electrically heated 
homes this year in one subdivision and has 
others under construction. 


Prospects are interested in the individual room- 
by-room temperature control and the clean- 
liness and silence of electric heating. And, 
you'll find they’re impressed when they learn 
that electric home heating needs little or no 
maintenance. 
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ONTARIO 6. 


All Pattison installations bear the Triple Seal of 
ee This seal, backed by the equipment 

po manufacturer, the installing con- 
tractor and the Electric Home- 
Heating Association, guarantees 
top quality installation and 
equipment. 
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For complete information about electrically 
heated homes and their sales features call your 
local Hydro office. 


Mr. Pattison inspects electric baseboard heating unit 
being installed by George Fordyce Electric. 
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PAUL POGUE 


One January morning, while going through the day’s mail, we picked up a manuscript. 
Attached to it was a letter written on a health studio letterhead. This puzzled us. Here was 
a layman author using, with utter familiarity, phraseology seldom used even by many of our 
own members. Where did this man get hold of the (Salomon’s) article which aroused his 
. did someone ghost-write his paper? We phoned Mr. Pogue to satisfy our 
curiousity. First off he was not resentful; simply relating his opinions. Secondly, Mr. Pogue is 
an enigma — one of those rare men who have steeped themselves in business administration 
— courses at the University of Toronto; Harvard School of Business and ‘prodigious reading’ 


resentment? . . 


(the latter phrase his own). 


Ten minutes on the phone convinced us he knows more about shopping centre leasing; 
traffic flow; procedure manuals; square foot revenue potential — than the average specialist. 

His unique abilities put him where he is today: expecting to gross $500,000 in 1961 from 
five branches, (including Pogue Health Studios; Paul Pogue Salons Ltd. and Paul Pogue Beauty 
Schools Ltd.) all in the Metro area of Toronto. We say his abilities placed him in this lucrative 
position because, through profound studies of business administration, he was able to make a 
presentation to one of the world’s top financiers, who gave him some backing and uniquely, 


still permitted Pogue to retain control. 


We have passed on the above information to show you that the author knows whereof he 


speaks! 


“Where did | get hold of the December Canadian Realtor? . . 


estate business’’, he replied. 


tries to justify this position by 
several factors; here they are: 

1. The draw of the supermarket. 

2. The need for his name (as a key 
tenant) on the covenant of a lease to 
ensure mortgage financing. 

3. The fact that the supermarket’s 
mark-up on sales is so small or 
narrow. 

The first two appear so important 
to the developer that he is willing to 
accept terms with the supermarket or 
department store that are in many 
cases at loss levels. The admission of 
Mr. Salomon, a shopping centre leas- 
ing consultant, in this respect gives 
credence to the statement. In fact, 
in one place he suggests that per- 
haps it would be better (in the case 
of the department store) to sell them 
the property and let them build them- 
selves. 

Supermarket operators come back 
with the argument that they simply 
can’t pay more because their mark- 
ups are so small and their profit only 
1.5 per cent to 2 per cent of gross 
revenue. 

“Supers” have been so completely 
tied in to promotion on a price con- 
cession basis and have been so 
wrapped up in this particular method 
of stimulating more business that they 
have lost sight of promotion on 
grounds of service and value, cleanli- 
ness and friendliness; old-fashioned 
virtues and merits that have somehow 
been forgotten. 

They have instituted gimmicks, 
prizes, premiums, and all manner of 
devices that, at best, are directed at 
the moronic tendencies of human 
nature. Competition is the excuse for 
subscribing to these methods. Prices 
are driven down, profits are narrowed 
... finally the law of diminishing re- 
turn begins to rear its ugly head; and 
the penalties of “going too cheap” 
catches up with them. Under the 
pressure of competition and narrow- 
ing profits, supermarket management 
apply the screws to everyone con- 
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nected with the deal — suppliers are 
squeezed, gimmick promotions are 
charged back against the manufac- 
turer —he in turn puts the squeeze 
on his sources of raw materials, and 
finally a vicious circle of consequences 
begins to manifest itself. 
7 - * * 

As part of the squeeze, the “supers” 
descend upon their proposed land- 
lords and force leasing terms that are 
ridiculous; all under the guise of in- 
ability to pay more. The landlord or 
developer accepts because of a pecu- 
liar notion that he needs the “super” 
more than the “super” needs him. 

The landlord or developer realizing 
his predicament turns around and 
tries to compensate for his stupidity 
by taking it out on the small merchant 
by leasing terms that are far too 
high in many cases. Many of these 
smaller merchants are driven out of 
business or driven to resorting to dis- 
honest methods to stay in business 
(they just don’t declare their proper 
income and pay rent on less than they 
are supposed to). 

Inequities invariably produce pres- 
sures that induce economic change. 
Independent merchants realizing that 
too high rent levels in Shopping 
Centres virtually kill them, are driven 
to seeking out the very cheapest of 
rentals—old warehouses, old factories, 
or new but cheap premises in low-cost 
land areas. Witness the advent of the 


’ 


“discount houses”’. 
* * . + 

Getting back to the original premise 
and the inequities of Shopping Centre 
leases and their effect on _ the 
economics of merchandising — we 
might ask the simple questions: Why 
don’t developers have enough “guts” 
to stand up and demand a proper 
return? Secondly: why don’t 
“supers” have enough sense to pay a 
proper return even if it does mean 
fractional raising of their mark-ups, 
enough to enable them to do so? When 
they don’t, they are virtually exploit- 


. | have friends in the real 


ing the 





independent merchants 
around them to the extent of having 
them pay a good portion of their 
rent. Eventually they drive the little 
fellow out of business and ultimately 
hurt their own cause by driving people 
away from the “Centres” into the 
“discount houses”. There is far too 
much evidence today of this taking 
place to disregard it. In fact, a 
thorough study of the reports on 
shopping centres throughout the 
United States and Canada produces 
some rather illuminating facts. Few 
are making a legitimate profit and 
many never will. 

Mr. Salomon in his article empha- 
sized the point that a Shopping Centre 
was like a large department store, the 
various departments being owned and 
operated by individual merchants, It 
is, in essence a joining together of the 
efforts of many for a common good. 
Without fair and co-operative methods 
being applied by and for all the mer- 
chants (the large and the small) it 
can hardly expect to enjoy a broaden- 
ing success in the community. 

* * * * 

The realtor can do so much to help 
this situation because he can counsel 
the little fellow and thereby give him 
strength through the power of logic 


—a form of ammunition that is 
mighty powerful. 
Incidentally, a fair lease helps 


everyone —the developer, the mer- 
chant, and the consumer. It is far 
better for a developer to get a fair 
share of a big pie than a hog share 
of nothing. This is exemplified in a 
recent lease which I concluded with 
a development company in Toronto. 

My rate as a small independent 
is 4 percentage points (an actual 
reduction of 33.3 per cent) less than 
the recommended rate by leading 
realtors in United States and Canada. 


Continued on page 25 
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New Concept 
May Produce 
Unlimited Funds 


A broad new concept in secondary 
marketing of securities is envisioned 
by the head of a _ newly-formed 
Toronto firm. 

John R. Campbell, President of Old 
Brook Financial Co. Ltd. told an audi- 
ence at the National House Builders 
Association Convention held in Mon- 
treal recently, that this new market- 
ing proposal would benefit the 
builder in many ways: by making 
mortgage bidding more competitive 
among the principal lending institu- 
tions which would lower interest 
rates; and by creating a _ liquid 
market for NHA mortgages which in 
turn would enhance this type of 
investment to the trade. 

Old Brook, through subsidiaries is 
hopeful of purchasing NHA mortgage 
paper from the federal treasury. 
Buying in huge blocks at a discount, 
Old Brooks subsidiaries will issue 
bonds using as collatoral the CMHC 
paper. These bond issues will be sold 
as Brook 1, Brook 2, Brook 3 ete., and 
each issue will bear a maturity date 
similar to the maturity of the blocks 
of NHA mortgages. Yield from these 
series is flexible depending on a, the 
discount points acceptable by the 
federal agency and Ob. the rate of in- 
terest yield on the blocks of NHA 
paper. It is estimated that the bond 
yield will fluctuate between 5% % and 
634%. (The latter yield is unlikely as 
it minimizes profit taking.) 

Old Brook is negotiating for some 
$25 millions of NHA’s if and when the 
government decides to sell from its 
own portfolio. Signs indicate that 
this may be given the green light. 

At present Old Brook is waiting for 
CMHC to open negotiations with the 
firm. Although the government 
hasn’t committed itself to this pro- 
posal the cabinet has directed Mr. 
Bates (CMHC head) to get on with 
the examination of the secondary 
market. 

Quotes Mr. Campbell “. . . equally 


significant, the fact that the finance 


department of the treasury have 
practically reached a formal agree- 
ment with CMHC on how it will settle 
its treasury borrowings when it sells 
its mortgages at a discount.” 

Old Brook also feels that char- 
tered banks will show re-awakened 
interest in this secondary marketing 
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concept. The banks are reluctant to 
place money into long-term paper. 
But, by buying bonds, supported by 
government guaranteed collateral, the 
banks can liquidate the paper when 
required. 

Old Brook will arrange purchase 
committments for its bonds through 
Montreal and Royal Trust Companies. 
Monies collected from these sales will 
be advanced to builders for apartment 
and residential development projects. 

The firm has already received com- 
mittments totaling $31 millions for 
purchase of bonds through an Ameri- 
can affiliate, Eastman Dillon, Union 
Securities Co. Ltd., a New York In- 
vestment banking house. 

There is an estimated $250 millions 
waiting to be tapped in the U.S. as 
soon as the federal position regarding 
foreign investment influx is clarified. 

Mr. Campbell told The Canadian 
Realtor, during a telephone interview, 
that more than this amount is avail- 
able if one were to consider the $6 
billions sitting in American Insurance 
companies, trust accounts and pension 
funds. 

“Due to the income tax category in 
which some of these firms are placed, 
a number find themselves paying an 
income tax of 15% or over. It is these 


sources that would find it profitable to 


make investments in Old Brook-type 
bonds, for profit could be taken despite 
the 15% withholding tax recently 
legislated through Finance Minister 
Fleming’s Baby Budget (Resolution 
No. 7). 

There are a number of obstacles 
which are presently a deterrent, Mr. 
Campbell said. Several amendments 
will have to be made in the N.H.A. 
The government must of course, 
accept a discount on sale of mort- 
gages . . . must also give a 100% 
guarantee of paper through purchaser 
default. 

When these obstacles have been 
met, a favourable secondary market 
investment climate will occur. Among 
new sources of money available will be 
trust accounts, pension funds, insur- 
ance company funds and even a fairly 
deep probing of funds from private 
investors hitherto only interested in 
blue chip stocks. 

At present it is difficult to interest 
investors in long-term, non-liquid 
maturity investments. If the new 
marketing proposal receives govern- 
ment approval, bonds issued should 
become increasingly liquid. “This al- 
ways interests the investors” Mr. 


Campbell concluded. 








In commenting on the Old Brook method, three panelists told The Canadian 
Realtor that this method of securing funds should provide the Canadian mort- 
gage market with stability it hasn’t enjoyed hitherto, besides supplying an 
adequate source of funds in the years to come. 

Once a suitable investment imagery is set up more and more investors private 
and corporate alike, will bid for bond issues. 

Here is what these three men had to say: 


DISQUE DEAN — partner in Eastman, Dillon, Union Securities Company, 
New York Investment bankers: “The three issues sold to date (by the Brook 
people) reflects the increasing ease in which these transactions were made. The 
first issue took 1% years to negotiate; the second six months and the third only 
30 days. If this trend continues, this fluidity will become attractive to other 
investors. It is significant here that Old Brook is creating a marketable 
security . .. has more denominations and is transferable. Thus is created a 
long-term liquid security. 

Concerned about slanted news coverage, he warned, “... The attitude of the 
press in accentuating anti-American thinking has caused would-be investors to 
inquire about future tax and governmental attitudes in Canada. Their confi- 
dence could be shaken.” 


ALEX J. RUBIN — Chairman of the Board of Toronto Industrial Leaseholds 
(1957) Ltd.: “A developer can proceed with more confidence if his mortgage 
funds are assured. The availability of adequate funds permits more flexibility 
and more creativeness; such as garden-type dwellings in Flemington Park, (A 
T.I.L. project now being built in mid-east Toronto.) This scheme can apply to 
single-family dwelling construction also. 

“The building industry is at half-speed now because of a temporary demand 
lull. By 1965 demand will be high and marginal operations not attractive. 
Public housing can provide the demand and funds can be more readily obtain- 
able if private developers are permitted use of the Brook technique.” 


T. STEWART RIPLEY — Regional Manager for Mortgage & Property 
Dept., Montreal Trust: “A trust company, originates, underwrites, processes 
and warehouses funds ... There is a good Canadian market in trust and 
pension funds ... Chartered banks might buy into the secondary market if 
there is some fluidity offered if they wish to liquidate.” 
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VALUE TO THE OWNER 


by 


© 


Jos. Strung, A.A.C.1, S.R.A., A.S.A. 


The compensation paid to an expropriated owner of real 
property, is based on the theory that the owner should be 
“made whole”, that is, he should be left in the same posi- 
tion — moneywise after expropriation, as he was in 
before. This was expressed in the judment of Lord Justice 
Fletcher Moulton L.J. in: — Lucas and Chesterfield Water 
Board (1909). 





“The principles upon which compensations are assessed 
when land is taken under compulsory powers are well 
settled. The owner receives for the land what he gives up 
for its equivalent, i.e., that which it is worth to him in 
money. His property is ......... not diminished in amount 
but only to that extent in which it is compulsively changed 
in form”. 

As a simple practical illustration, if an owner possessed 
$50,000 worth of assets before the expropriation, and the 
taking involves the loss of $20,000 worth —thereby re- 
ducing his residue to $30,000 —he should therefore re- 
ceive the equivalent (in money) of $20,000, that he may 
restore his assets to the former position. He should 
neither suffer nor be enriched by the expropriation. 

The theory is simple enough, but its practical application 
is subject to a great deal of controversy and confusion. 
The difficulty and confusion is not limited to laymen, as 
might be supposed, but appears equally shared by the 
judicial body, lawyers and appraisers alike. 

The difficulties of course arise in establishing the owner’s 
assets — both before the taking and the amount by which 
they were diminished due to the taking. 

* * * 

The aforementioned judgement by Lord Justice Moulton 
referred to the principle as being “well settled”. However, 
a perusal of subsequent decisions, and comments in the 
judgments by the President of the Ex-chequer Court of 
Canada, Justice P. Thorson would lead to the conclusion 
that the reference to “well settled” appears to be but an 
optimistic expression; not shared by many who may be 
obliged to consider the application of Lord Moulton’s 
“practical formula” referred to in the judgment: Pastoral 
Finance Associations v. the Minister, (1914) A.C. 1083, 
viz: 

“The owners were entitled to that which a prudent man 

in their position would have been willing to give for the 

land sooner than they fail to obtain it’. 

In Irving Oil Co. v. The King (1946) S.C.R. 551, Justice 





The articles printed in this section represent the 
authors’ opinion only. They are not necessarily endorsed 
by the Appraisal Institute of Canada. 
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J. Rand quoted the “famous sentence” of Lord Moulton and 

said: 
“If the land is such as to have no special value to the 
owner then the general market value, including the present 
worth of all possibilities — is the measure of compensation. 
If a special value is actually realized by him, then the 
compensation must represent the sum which as a prudent 
man he would be prepared to pay rather than to fail to 
obtain or retain his property”. 


In Wood Manufacturing Co. Ltd v. The King, (1951) 
S.C.R. 504, in a unanimous judgment of seven judges of 
the Supreme Court bench, Justice Renfret said: 

“.. . the owner at the moment of expropriation is to be 

deemed as without title, but all else remaining the same, 

and the question is: what would he, as a prudent man, at 
that moment, pay for the property rather than be ejected 
from it?” 

We may well enquire at this point the following: 

Is the amount that an owner in possession but without title 
would pay “as a prudent man” .. . “rather than be ejected 
from it” —the same as the amount that “he would pay rather 
than fail to obtain or retain his property”? (J. Rand Irving v. 
King) or, the same as the amount “that prudent man (not 
the owner) in their (owners) position would have been willing 
to give for the land sooner than fail to obtain it?” 

Moreover, Justice Renfret, in the “Woods case”, referred 
with favour to the judgment of Rand, J., in Diggon- 
Hibben Limited v. The King (1949) S.C.R. 712, in which 
Justice Rand said: 


“ 


. “as a prudent man, at that moment would pay for 
the property rather than be ejected from it,” it is assumed 
that he is to continue in business, In this we have no need 
for an imaginary market, purchase or interest. Here we 
have the real interest of the owner, and its measurement 
in value is the task for the Courts .” 

However, the reference to “continue in business” was 
omitted in the Woods judgment, yet, that reference appears 
to have qualified the “practical Formula” considerably; as 
may be illustrated by a special purpose type of improve- 
ment for which there is no market. Here, the owner is the 
only one who is able to utilize the special feature of these 
improvements. 

It is clear that, if the owner had intended to continue 
the aforementioned use, he would pay more for the prop- 
erty rather than be ejected from it. If he was going to 
discontinue the use and had to offer the property for sale 
on a market which has a different, and less productive use 
in mind, then he would have to accept a lower sale price. 
This would be especially true if a buyer from the common 
market was forced to make considerable alterations or to 
completely replace the unusual improvements. 

Thorson, P., in the Queen v. Supertest Petroleum, (1954) 
EX.C.R, 105, in analyzing the Woods formula says that he 
does not understand the test nor how it operates. One may 
well question how appraisers could hope to understand the 
formula dealing with value to the owner, and its applica- 
tion, when the learned President of the Ex-chequer Court 
feels unable to do so. 


* * * 


Among appraisers and lawyers there are several schools 
of thought with respect to the appraiser’s position, or 
qualification when he concerns himself with the value to 
the owner. 

One school feels that the appraiser is only qualified to 
estimate market value. Anything more is beyond the realm 
of his expert knowledge. 

Some support for this view may be interpreted from the 
judgement in the Diggon-Hibben Limited case already 
quoted in foregoing paragraphs which reads in part: “and 
its measure in value is the task for the Courts”. 
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J. E. STRUNG is a highly qualified professional appraiser. 


His services are sought by the Ontario Hydro and 


Dept. of Highways; hospitals and private sources. One of his larger jobs was the appraising for expropriation of 
right-of-way through two townships for Ontario’s super highway 400. He has appeared in court a number of 


times as an expert witness. 
Mr. 


Strung is course director for the A.I.C. Appraisal course co-sponsored by the Appraisal Institute of 
Canada, T.R.E.B. and the Society of Residential Appraisers. 


Toronto. He has also lectured at Queens and Waterloo Colleges. 


This course is conducted at the University of 


Joseph Strung entered the real estate business in 1946 and formed his own company: Strung Real Estate 
Ltd., in 1951. At one time he had 12 salesmen on his staff but has since reduced it, having found that his 


strong forte was in appraising work. 


Another school of thought feels that the appraisers 
should equip themselves with such specialized knowledge, 
that they may be able to be of some assistance to the 
Courts in their role of determining “just compensation”. 

Probably a great deal of the confusion that arises out of 
Lord Moulton’s “practical formula”, stems from the 
erroneous interpretation that the Courts intended to in- 
clude in value to the owner: sentimental, fancyful, caprice 
or speculative values. Under such circumstances, an 
owner’s sincere statement of value to him, together with 
the impression that he appears to represent a member of 
the “prudent” clan would be, I suppose, the only guide to 
the Courts in determining compensation. 

However, this is not the case. Sentiment, caprice and 
fancy do not appear to have been items the Supreme Court 
had in mind when this test was formulated. 

It has held that in most cases, compensation based on 
market value (plus an allowance for forcible taking where 
applicable) is all the owner is entitled to. But, in some 
cases the owner has a peculiar advantage over all others 
in the market because his specific use of the property 
developes a higher value to him. A use for which there is 
no market and hence, “market value’, based on a less 
profitable or less productive use, would not provide the 
entire amount of compensation due to the owner, in order 
to make him “whole”. 


Highest and Best Use: 


Real Property values are based upon the highest, best 
and most profitable use to which a property may be put, 
or “is adapted or could reasonably be applied”. In the 
King v. Morris Realty (1943) EX.C.R. 140, the judgement 
explains that it therefore would follow that if a property 
had a greater value to an owner than to typical buyers, 
his use of the property must represent a higher and more 
profitable use than that which the buyers in the market in 
general might have in mind, and upon which the market 
value would be based. 

Suppose, for the purpose of illustration, that an in- 
dividual whose physical handicaps were such as to require 
him to reside in a two-storey residence with an elevator. 
He bought himself a standard residence for $20,000 and 
had an elevator installed at a cost of $5,000 to meet his 
requirements. 

Suppose further, that he subsequently was transferred 
to another city or for some other reason, desired to sell his 
residence. If there were no other prospective purchasers 
who needed or wanted a residence with an elevator, the 
price at which he would probably be obliged to sell might 


‘ very well be about $20,000 — less the cost of removing the 


elevator. (Assuming that $20,000 was the market value 
without it). The conclusion arrived at would suggest that, 
as there is no market for a two-storey home with an 
elevator, the “owner’s value” represents an overimprove- 
ment, but nevertheless a valid one. 

Supposing however, that an individual was available who 
had similar needs and requirements, coupled with a willing- 
ness and ability to buy. Would the buyer pay a sum fairly 
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close to the $25,000 in this illustration, assuming that his 


desire to buy is no more, nor less compelling than the 
vendor’s was to sell? 


What is the market value and what is the value 
to the owner? 

In the first instance, because there is no demand (no 
market) for a residence with an elevator, the appraisers 
would conclude that the market value is something less 
than $20,000.00. However, if that owner was expropriated, 
this amount would obviously not be adequate compensation. 
(In actual fact no expropriating body would likely question 
the greater amount under these circumstances, but the 
point is merely raised for illustrative purposes). 

Now then, if the appraisers insisted that the $20,000 is 
the market value — an obviously inadequate compensation 
— the Courts would probably choose to say that the value 
to the owner is $25,000. “There being no need for an 
imaginary market, purchase or interest analysis”. 


What constitutes a market? 

Without going into great detail I suppose one could say 
that if there is a demand equal to or exceeding the avail- 
able supply for an object or a parcel of real property, we 
could reasonably conclude there is a market. If we have 
ten houses and 10 or more buyers we have a market, but if 
we have only one property of its kind, how many buyers do 
we need for a market? 

Isn’t this exactly what the Courts have done, in cases 
where an owner had a property with some “special adapt- 
ability” for a specific use, or where the owner’s actual 
use of the property created a greater value than the 
amount which it may bring on the open market? 

If the value to the owner, as qualified by the Courts is 
greater than the market value, then it must follow that his 
use of the property must represent a higher and more ad- 
vantageous use than that which would be recognized by the 
market in general. It would also seem logical to conclude 
that, if there was a market for the use to which the owner 
has put the property, then again the market value and the 
value to the owner ought to be the same; providing that we 
don’t include any consequential damages or losses resulting 
from disturbance, moving, business interruption, etc. 

In many instances, where a distinction was made be- 
tween market value and value to the owner was not justi- 
fied, an examination of the circumstances will often reveal 
improper interpretation of market value. 

A service station advantageously-located just outside a 
large city with its early closing by-law, and with further 
competition limited through zoning ordinances etc. was 
held to possess a greater value to the owner than to the 
market in general by reason of the great volume of busi- 
ness conducted at this site—all resulting from its peculiarly 
advantageous location. 


Continued on page 17 
—SEE MARKET VALUE 
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TOOTETH 
YOUR HORN 


An advertising man said it and who can deny it? “Who 
tooteth not his own horn, his horn may not be tooted.” 

Captains of industry and corner merchants agree. 
Witness the billions of dollars spent annually on news- 
paper, magazine and TV advertising. For the truly 
successful know that before they can sell their goods or 
services, they must first create a favorable “brand 
image’ —or, as public relations people say, a “goal 
attitude.” 

A well-known cigarette hit the top when its ads por- 
trayed rugged westerners smoking the brand — the 
cigarette became identified as a man’s smoke. Publicist 
Steve Hannegan made Miami Beach famous by flooding 
the press with photos of luscious bathing beauties lolling 
on its sands. Brand image: Miami Beach is a place where 
lovely girls are to be found. Men nibbled at the lure. The 
girls followed. 

How can you — anxious to get ahead on the job, make 
more friends, create good-will apply this technique to 
your circumstances? Can you establish a “brand image”? 

You already have one! 





If someone knows you — whether you’re an individual, 
a company, a small businessman, whatever — that person 


attaches to you a definite, if subconscious, value. He has 
some feeling toward you. 

If 100 represents strong love and zero stands for bitter 
hate, then most scores fall somewhere in between. Your 
public relations is your average score among the people 
who know you. 

Like every company, you have several publics. The 
average firm has five: Customers: employees; stock- 
holders; the community in which it operates; the govern- 
ment. 

To raise their scores, many companies employ pro- 
fessional public relations counselors — organizations of 
consultants that often charge $100,000 a year or more for 
their advice on which score-raising techniques to use. 

But if techniques vary, principles are pretty much the 
same. Learn what they are and you can raise your score. 

Here are the basic steps: 


Determine your publics. 


Broker? Clearly, your most important public consists 
of customers. But don’t forget potential customers (pos- 
sibly your largest public), suppliers, salesmen employees. 
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Are you a salesman? Your publics include: Your family; 
your employer; fellow employees; your neighbors; your 
community; merchants with whom you deal. 


Estimate your present score with each public. 


How do you rate with your customer or mate? Do 
people respect your wishes? Does the boss ever take you 
into his confidence? Do your colleagues seek out your 
company? Are you approached by neighbors to pitch in 
on neighborhood projects? Is your credit good? 


Estimate the score you give your publics. 


There is usually a direct correlation between how high 
you rate others and how high — or low — they rate you. 
Do you take suggestions as weakly-disguised criticisms? 
Do you pooh-pooh others’ opinions — when they don’t 
ugree with your own? Do you consider any of your publics 
as distinctly inferior to you, intellectually, socially, or any 
other way? If your answer to any of these is “Yes,” you 
can be almost sure that your score of them is mirrored in 
their score of you. 


Take steps to drive up your scores. 


How? By increasing those activities that lead to a high 
score and simultaneously decreasing those that push a 
score down. While goals and circumstances may vary, the 
following “Big Ten” are some of the most widely accepted 
criteria among public relations experts for creating a 
favorable personality “brand image.” 


1. Be friendly. Look for the good in everyone you meet 
or know. Smile and mean it. The irate customer, the 
silent boss, the sullen neighbor — all may be waiting 
for you to make the first move. A lot of people get 
reputations for being unfriendly when in reality 
they’re just painfully shy. Take the initiative and 
you'll be amazed at the number of “good Joes” you'll 
unearth. 


2. Be neat. The grocer with a clean apron, the tastefully 
dressed salesman, the factory employee whose work 
clothes bespeak neatness — these people know that 
one of the first things people notice is the way a man 
dresses. Whatever public you are dealing with, you 
will hike your score in its mind if you take the few 
minutes each day to check on your personal appearance. 


wo 


Watch your mannerisms. More often than you may 
suspect, you are judged by “little” habits. Scratching, 
yawning, and nail biting, to name a few, are 
mannerisms that can alienate even friends — and 
drive your score way down. 


4. Keep your word. When you promise something, de- 
liver — even if it inconveniences you. Whether it’s a 
trip to the zoo with the kids or a debt to be paid — 
live up to it. Your stock will not only zoom, but a lot 
of people you never dreamed noticed will be glad to 
give you a helping hand when they can. 


5. Listen. We all like those who listen when we talk. It 
follows that we will be liked if we listen when the 
other fellow speaks. Look a man right in the eye 
when he talks to you so that he knows he has your 
undivided attention. 
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6. Say “Thanks.” Nothing new, but it’s surprising how 
few men and women really remember to do it. Just 
notice how often favors and kindnesses go without 
appreciation or thanks. Examine your own feelings 
when someone ‘Sincerely expresses appreciation for 
some favor you do for him and you’ll have some idea 
how far a little “Thank you” can go. 


Learn the basics of being a good host(ess). It may 
be the boss . .. a fellow employee . . . the neighbors 
— but whoever it is, your score will go up if you know 
how to make people feel at home in your home. Read 
up on the etiquette of table setting, how to keep the 
conversation going, how to mix favorite drinks. Your 
good taste, whether it’s in inviting people who “click” 
or in stocking up on a fine vodka like Wolfschmidt’s, 
will get around and that means more points added 
to your score. 





8. Be punctual. The first law of business, industrial and 
social knowhow, is, “Be on time.” It not only shows 
consideration for others but proves your reliability in 
other directions. 


9. Keep tabs on your English. Many a man has lost 
prestige, popularity and chances for promotion by 
feloniously assaulting the Queen’s English. A little 
more reading, a bit more attention paid to radio and 
TV announcers and you can avoid the more flagrant 
errors of grammar and pronunciation. 


10. Avoid giving unasked-for criticism. As constructive 
as you may think you’re being, it’s doubtful that the 
recipient will be overjoyed to hear what you think he’s 
doing wrong. Of course, there are common-sense 
exceptions — children and job trainees, for example. 


q 
A good part of the trick, as you may have gathered, 


is in getting others to help toot your horn, The ten tips 
described above should help you line up the orchestra. 


IN THE NEWS 


WASHINGTON — Builder William Levitt claims that 
building and other industries lag in sales only because 
the public is “Value starved”. He recently proved his 
point by selling $5 million in homes within a week despite 
the depressed housing market in the U.S.A. His newest 
development —the 3,200 acre Belair estates, 15 miles 
north-east of Washington, was opened officially October 


‘8th, and within seven days 302 buyers planked down 


“Faith money” on homes still to be built. 


Levitt equips homes costing between $14,990 and $27,500, 
with a central air-conditioning system; built-in master 
T.V.-FM radio antenna system; big refrigerator; auto- 
matic washer-dryer; full kitchen equipment and complete 
landscaping. All homes have four bedrooms but no base- 
ments, 


CANADIAN REALTOR — FEBRUARY, 1961 


TIPS FROM THE LIP 


“Realtors who sell beautiful properties should put their 
own house in order’, quotes a Toronto Board member. 

As a matter of fact, it was a conversation with this 
man, back last spring, that got us thinking about the 
subject. We decided then to encourage Canadian brokers 
to send us pictures of their base of operations. 

The Canadian Realtor staff was a little disappointd at 
the response, knowing full well that there are many more 
fine Canadian real estate offices than those illustrated in 
our January edition. 

Our broker acquaintance who had just arrived back 
from a rural business trip, said he was shocked at the 
condition of some of the offices being “passed off” as real 
estate brokerage firms. He mentioned one office in particu- 
lar (fortunately not a C.A.R.E.B. member) whose window 
would suit a second hand store. “Dust an inch thick, 
greasy marks on the window, fly-speckled photographs, 
some that appeared to be a least two years old.” 

The chap said he also noticed that many of the brokerage 
offices had weather-beaten signs 
readable!” 

He was quick to point out that for every rural broker 
operating from dingy surroundings, there was a like 
number guilty of this esthetic offence in the urban areas. 


“one almost un- 


CUSTOMER CONSIDERATION 


Research that indicated many visitors arrived at deve- 
lopments when salesmen weren’t available to conduct the 
buyers through model homes, lead to a novel approach in 
sales servicing a development. 

H. H. Pearce Company, Hamden, Connecticut, who 
handles the Laurel Heath project outside that city, recently 
installed a telephone outside a model home. 

Suspended over the instrument is a sign requesting that 
the visitor phone directly to the brokerage office if any 
information is required. Phone was installed to service 
buyers arriving after hours when salesmen had departed 
for the day or were busy with other clients. 

The H. H. Pearce firm, now in its second full year only, 
anticipates $3 millions of realty business this year. Mr. 
Pearce credits success to strong emphasis on customer 
consideration, extensive use of creative advertising and 


promotion, and application of modern management tech- 
niques. 


THE VALUE OF A SMILE 


It costs nothing, but creates much. 

It enriches those who receive, without impoverishing 
those who give. 

It happens in a flash and the memory of it sometimes 
lasts forever. 

None are so rich that they can get along without it and 
none are so poor but are richer for its benefits. 

It creates happiness in the home, fosters good will in a 
business and is the countersign of friends. 

It is rest to the weary, daylight to the discouraged, 
sunshine to the sad and nature’s best antidote for trouble. 
Yet it cannot be bought, begged, borrowed or stolen for 
it is something that is no earthly good to anybody till it 
is given away! 

And if it ever happens that some of our salespeople should 
be too tired to give you a smile, may we ask you to leave 
one of yours? 

For nobody needs a smile so much as those who have 
none left to give. 


— ANON. 
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A SCHOLARSHIP SPOTLIGHT focussed on Pierre Legault, a student of the Faculty 
of Commerce of Laval University, shown here accepting a scholarship award from 
C.A.R.E.B. President James A. Lowden (picture was taken last year). Members of the 
Quebec Real Estate Board and representatives from the University attended the 
meeting. Shown above, left to right: Pierre Legault, B.Com., (accepting cheque of 
$300 for post-graduate studies); his wife, Marcel Morel, president of the Quebec 
board and Mr. Lowden. 


QUEBEC 


Kevin Davis has been elected Presi- 
dent of the Quebec (city) Real Estate 
Board, having succeeded Marcel 
Morel. 

Other officers elected are: Jacques 
Vezina, F.R.I., C.A., Vice-President 
and Directors: Georges H. Couillard, 
F.R.I.; Marcel Fortin, Georges Marcil, 
Marcel Morel and Antoine Morin. Mr. 
Morin will also act as secretary, suc- 
ceeding Jacques Vezina to the post. 


WINNIPEG 


J. M. Barber has been re-elected 
president of the Winnipeg Real Estate 
Board. For vice-president, Bruce H. 
Roberts; Honorary Sec’ty-treasurer, 
S. H. Muton and Directors: E. J. 
Aronovitch, S. W. Bonk, W. J. Borody, 
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E. Buhr, H. Dueck, John Elders, W. 
B. Morden, E. Oades, H. Taylor, H. F. 
Thomas, J. Velpel and L. A. Willson. 
H. B. Budgell is Executive-Secretary 
of the board. 


SIX CANADIANS 


Six Canadians have been elected to 
senior posts in organized American 
real estate. Herbert R. Fullerton, 
president of C.A.R.E.B. was elected 
director of the National Association of 
Real Estate Boards (the parent body) 
for a three-year term. 

NAREB’s affiliated organizations 
also accepted Canadians to assist in 
planning and administration. James 
A. Lowden, immediate past-president 
of C.A.R.E.B. as member of the 
Governing Council of the American 
Institute of Appraisers (three years) ; 
Albert T. Grimstead of Verdun, Que., 


as a member of the Governing Council 
of the Institute of Real Estate 
Management (three years). The re- 
maining three men chosen will serve 
with the Society of Industrial Realtors 
— John H. Sullivan, Montreal as Vice- 
President and Clifford Rogers of Tor- 
onto and Paul Robarts of Windsor as 
Directors. Mr. Rogers will serve a 
three-year term and Mr. Robarts will 
complete a two-year term, 


MEDICINE HAT 


The president of the Alberta Real 
Estate Association has cautioned 
Medicine Hat to scrutinize its indus- 
trial development to make sure that 
residential areas do not overcrowd 
industry. 


C. Elmer Sanders, Calgary, pre- 
dicted that Medicine Hat would be a 
big city some day “all signs point to 
this”, he noted. 


“If sound planning wasn’t practiced 
now, residential areas would encroach 
on industrial lands. To prevent this 
the city requires professional help. 
People must learn to appreciate the 
need and value of town planning and 
planners,” he said. 


Mayor Harry Veiner, said that his 
council was watching the expansion 
of the City’s industrial-residential 
growth. “Knowing that this situation 
isn’t a healthy one, was one of the 
reasons we established Brier Indus- 
trial Park,” the Mayor asserted. 


Mr. Sanders also told his audience 
of some twenty Medicine Hat realtors 
and guests that his organization, (the 
A.R.E.A,. with 1,327 members) work- 
ing in conjunction with the Canadian 
Association was striving to profes- 
sionalize the trade. He said that the 
goal was being reached mostly by 
education. He pointed out that there 
were 120 students taking the 3-year 
C.I.R. University course; 42 of whom 
are in their third year. 
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LETTERS TO THE EDITOR 


Readers are invited to subscribe to this 
column. Although nom de plumes will 
be honoured, all letters should be signed. 


Dear Sir: 

Thanks kindly for your mention of the fact that the 
writer was sending three of the staff down to Minneapolis 
to hear Mr. J. C. Downs, Jr. 

Four of our men who attended the Minneapolis Board 
Convention had the opportunity of hearing Mr. Jim Downs 
and were much better informed for their trip. 

It has always seemed to me that it is a crime that more 
of the real estate sales force, both in the United States and 
Canada, do not take the opportunity to hear men of Jim 
Downs’ calibre. 

Yours truly, 

E. J. Aronovitch, F.R.1., 
Aronovitch & Leipsic Limited, 
Winnipeg, Man. 


+ + + 


Dear Sir: 

Again we are enjoying another “Realtor”. Ours is a new 
business and the help we have received from your maga- 
zine cannot be measured. May we extend our personal 
thanks and wish you the best in this new year. 

We were quite impressed with your editorial: “Building 
Societies Needed” and request additional information. The 
Chelsea Buildings & Investments Ltd. address for example 
would be appreciated. 

Sincerely, 
G. T. Jenings, 
Gray & Jenings Realtors, 
Owen Sound, Ont. 


ED’S REPLY: Thanks for the accolades . . . might try writing 
Lloyd Jaeger at 120 Roxborough Dr. West, Toronto 5 for your 
information. If he can’t handle your query write us again. 


+ + + 


Dear Sir: 

I recently had cause to refer back to the October edition 
of your Canadian Realtor. I did this because I wanted to 
re-read a certain article. When I had finished this I 
glanced through the rest of the journal and noticed the 
article “Revaluate Your Letterhead”, which I had missed 
reading when it first arrived. 

By co-incidence I used a copy of a letter from a local 
firm as a book marker. After reading the article, I looked 
at the letter and found that there was no address noted. 

This made me recall] many other instances when I 
wanted to answer correspondence and failed to find an 


- address to which I could send my reply. 


I think that this lack of foresight on the part of any 
Canadian business firm is truly assinine. Certainly it is 
poor public relations. It perplexes me no end to think that 
the addition of one more line of type would prevent these 
petty annoyances. 

By the way, your magazine is excellent reading. 

Sincerely, 
“perplexed”, Ottawa. 
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MARKET VALUE — 


Continued from page 13 


With all due respect, it seems to this writer that any 
owner, present or prospective would have enjoyed the same 
benefits and, since the purchase prices of the service 
stations are based on the productive capacity of the site — 
then the market in general, I submit, would have paid the 
same amount as any “prudent” owner would pay rather 
than be ejected therefrom. 

* * * 

In summary, it would appear that if the market value 
is based upon the highest, best or most profitable use to 
which the property is adaptable and needed (or likely to 
be needed in the reasonably near future), and further — 
if this is based on the proper interpretation of what con- 
stitutes a market—then it would appear that “market 
value” and “value to the owner”, as qualified by the Courts, 
are equal. Providing, of course, that we ignore any allow- 
ances to which the owner may also be entitled, such as cost 
of moving, loss of profits resulting from dislocation or re- 
location and depreciation of machinery resulting from 
relocation etc. The foregoing items are deemed part of 
the value to the owner, but usually require some authority 
other than an appraiser to give evidence as to the amount 
of the compensation. 

This article was not prompted by the noble ambition that 
only through reading its substance would the “fog be 
cleared”. It was written rather with the faint hope that 
the writer’s own reflections of this vexatious topic, how- 
ever erroneously they may be, may provide food for 
thought among others who are interested in this intriguing 
problem. 


A woman in court, who was being defended by her lawyer 
noticed that the plaintiff had two lawyers. She whispered to 
her representative: ‘‘They have two lawyers so we should get 
another one.’ 

Lawyer: ‘‘Why should we, don’t you think that | am 
capable of conducting your defence?”’ 

“Oh yes” breathed the woman, ‘’But they have two lawyers. 
While one is talking, the other is thinking. When you're 
talking, nobody is thinking.”’ 





“Something with 67 bedrooms please.” 
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Co-Op Resume 
Shows Ont. Ahead 


Out of the five top sales-to-listing teams (boards)* four 
Ontario groups take top honours. Winnipeg is the only 
exception; that board winning through to a tie for top 
honours by joining the Belleville & District board on the 
top rung. The Winnipeg board accomplished this during 
the race to the wire (the last month). Prior to December’s 
showings, Belleville was a constant leader, although only 
1% usually separated the two boards. 

As it now stands both boards shared the lead with a 
13% sales-to-listing ratio. This is a remarkable feat when 
one considers that, with the exception of a small fractional 
difference, the board members sold one unit for every two 
listings brought in. 

As both boards have remained at the top throughout the 
year, neither can be accused of being a flash-in-the-pan 
board. Obviously, each broker member has trained his 
staff to list at market value! 

Orillia & District (42%) took a decisive third place in 
the standings by remaining third in each of the past nine 
months, when this tabulating system went into operation. 

The remaining three boards (two tied for fifth place) 
have been jockeying for position each month. On actual 
monthly showings, the London Board had a slightly better 
monthly average than Kingston or Kitchener-Waterloo; 
but it has been close. 

The year closed out with a minus nine percent in sales 
over 1959 —a loss of some $44 millions spread among our 
67 boards. Seventeen boards reported an annual loss. This 
however, is remarkable considering the turbulence of the 
market which commenced last April and became more un- 
certain from then on. 

1961 sales targets cannot be predicted due to this un- 
certainty. One factor does appear fairly positive. More 
active trading in resales will become noticeable during the 
next ten months. In fact it was apparently this trend 
which contained our losses to a minor figure. 


BRITISH COLUMBIA 


Sixty per cent of the commission of B.C. Multiples will 
go to the selling broker and forty per cent to the listing 
broker in future in place of the former fifty-fifty split, it 
has been decided by the B.C. Association of Real Estate 
Boards. At the same time the Association decided to 
refund the $10.00 listing fee to the listing broker when 
B.C. Multiple listed properties are sold. 

The new regulations went into effect December 16. 
Brokers with existing listings already on BCMLS were 
offered the option to be governed by the new commission 
division if they wished. Listing brokers may, if they so 
wish, in submitting listings to BCMLS, accept less than 
the regular forty per cent commission. 

Only exception to the commission split regulation is 
when the selling broker is not a member of the B.C. 
Association, in which case the maximum commission to the 
selling broker is thirty per cent. 
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TORONTO 


The Director of the Toronto Real Estate Board have 
devised a new co-op listing service fee which will abolish 
many of the problems inherent under their present system. 

In essence, the listing broker will now be charged a flat 
rate of $10 per listing with no further assessment if and 
when the listing is sold. 

The new system offers many benefits. It will encourage 
an influx of more marketable listings; will make it easier 
for the finance committee to project fiscal year budgets 
and will relieve the more successful listing broker from the 
out-of-proportion load he now bears. 

Under the previous method, the broker was assessed a 
$5 listing fee plus a fractional percentage of his profits 
when the listing sold. As the $5 fee came no where near 
meeting costs of production and processing, the broker 
who listed and sold was in effect supporting the broker 
who chronically placed over-priced and unsaleable listings 
in the pool. 

While making the announcement, a spokesman for the 
board said that the new assessment will re-distribute more 
equitably the cost burden. 

TREB’s finance committee have met the proposal with 
approbation. Under the new setup, the committee can make 
a more certain estimate of the budget forecast. Instead of 
having to determine anticipated number of listings for 
the coming year and adding this to board’s percentage of 
the total dollar volume expected, now the finance com- 
mittee need only estimate the number of listings expected 
and multiple by $10 to calculate the revenue. 

The Photo Co-op committee feel that the new assess- 
ment will discourage the use of the system as a dumping 
ground for unmarketable listings. A broker will be reluc- 
tant to enter too many listings when the cost of initial 
service has risen 100%. 

Another factor advantageous to the good lister is that 
he is now entitled to take the $10 fee from the selling 
broker’s share of commissions. 
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Victoria Has 
Gala Lunch 


Twenty six secretaries from various 
real estate firms throughout Victoria 
formed a choir which lead their audi- 
ence in carol singing, as part of the 
activities of the board’s§ annual 
Christmas luncheon. Over 200 en- 
joyed this gala meeting sponsored by 
the Victoria Real Estate Board. 


The more serious portion of the 
affair was a panel discussion headed 
by Professor R. Wallace of Victoria 
University, Dr. D. Turner, Deputy 
Minister of Recreation and Conserva- 
tion; Mr. Brian Tobin, Editoriai 
writer for the Victoria Times; Keith 
McKenzie, Sports Director for CKDA 
and CHEK T.V. and Rev. Wm. Hills, 
St. George the Martyr Church who 
chose as his subject: “How I would 
Sell Real Estate”. 

Among those winning raffle or door 
Prizes were: S. A. Simpson, Mrs. 
Lavender, C. H. Holland, Mrs. Queenie 
Haddow, Miss Preston, Professor 
Wallace, F. H. Siemann, T. H. Bell, 
I. J. Scott, Stan Cornish, Fraser 
Biscoe, E. S. Jones, D. Bovington, 
W. Speed and Mrs. Kirkpatrick. 

Mrs. Charlotte Bacon and John 
Dunick each won six-month subscrip- 
tions to the Victoria Press. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business estabiished 1926 
517 Hamilton St., Vancouver B.C. 
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President: 
Fred M. Philps, New Westminster 


Vice-President: 
A e e Charles Brown, Vancouver; P. D. P. Holmes, 
ssociation o Victoria. 
Past President: 
Mladen G. Zorkin, Nanaimo 


Real Estate 


Directors: 
Harold Chivers, Vancouver; R. E. Slinger, West 
Vancouver; Lynn K. Sulley, Surrey; Ronald E. 


Dickie, Duncan; Thomas C. Lambert, Nelson; 
Boards F. B. Urquhart, Vancouver; W. Hyndman, 
Cloverdale; L. E. Kirk, Victoria; Syd Hodge 


Penticton; John Harvey, Quesnel 
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CREATIVE SELLING would seem to be the pabulum of electronic tub-thumping for 
the New Castle Realty Ltd., Namaimo, B.C. The firm, using the mok.ie unit of radio 
station CHUB, broadcasts from a selected listing each Saturday morning. 

Pictured alongside Bill Luhtala, President of the company, is Salesmanager Lorne 
Roberts who conducts his radio audience through the listing. The firm reports good 
success; seven out of ten listings are sold and many other good listings are attracted 
by this unusual approach 


Christmas out West 

May not be the best — 

From point of view of the snow, 

But lack of a beard 

Does not have appeared — 

To affect other blossoms that grow! 
—Catherine Godfrey 


A LIVING TESTIMONIAL, accentuated by a Santa focuses attention on the balmy 
weather Victorians enjoy on the west coast of Vancouver Island. The picture, taken 
December 16th shows Phillip Holmes, President of the Victoria Board on his way to 
the Annual Christmas party, held in the Empress Hotel. 


SUCCESSFUL CLUB 
ONE YEAR OLD 


At the beginning of 1960, the Toronto Real Estate 
Board launched a “Million-Dollar Club”. The club’s forma- 
tion was designed to serve a two-fold purpose: besides 
focussing attention on the benefits of co-op listing and 
selling, it would also serve to strengthen the salesman’s 
own initiative. 

The TREB executive offered no monetary awards for 
participation. It was not designed as a contest, per se. 
Rather, the executive felt that public recognition should 
be given to salesmen and women who were doing well in 
co-op sales and listings. (Standings are published monthly). 

The club has two “gates” or divisions; those hitting the 
$500,000 strata are presented with a silver pin. Those 
hitting the pinnacle or $1 million level are awarded a gold 
pin. 

Points are based on dollar-volume with 1 point given for 
every $1000 in sales, as follows: a $20,000 sale would gross 
20 points with the listing salesman getting 20% or four 
points and the selling salesman getting 80% or 16 points. 

There is no time restriction involved in the club mem- 
bership. All salesmen or ladies may accumulate points 
over an unlimited period while striving to hit the recog- 
nized plateaus. 

The Board, on occasion also uses the club standings to 
determine special contests. In 1960 a special contest was 
staged with the winners (200) receiving an all-expense 
paid day at C.A.R.E.B.’s Toronto Convention. 

The four top salesmen for the month of January, 1961 
will receive an all-expense trip to O.A.R.E.B.’s 3-day con- 
vention at Windsor this February. 

1960’s top five salesmen and saleswomen are listed 
below: 


Mr. M. Sconza, c/o Mann & Martel Ltd. 460 points 
Mr. B. Unger, c/o Ken Wiles Ltd. 399 points 
Mr. F. Wendling, c/o Mann & Martel Ltd. 302 points 
Mr. G. King, c/o Mann & Martel Ltd. 288 points 
Mr. M. Rosen, c/o J. A. Peters Ltd. 260 points 
Mrs. M. Rooney, c/o J. J. O’Connor Ritr. 195 points 
Mrs. A. Stevenson, c/o Mann & Martel Ltd. 175 points 
Mrs. S. Waengler, c/o Gillen Associates Ltd. 163 points 
Mrs. A. Noakes, c/o Mann & Martel Ltd. 157 points 
Mrs. D. Saville, c/o Mann & Martel Ltd. 129 points 


THE FILM “HOUSE HUNTERS” 


All C.A.R.E.B. board secretaries are requested to make 
their reservations for the use of the film “House Hunters”, 
as soon as possible. This fine pictorial portrayal of the 
“do’s and don’ts” in listing and selling a home, is available 


from C.A.R.E.B. headquarters, Rental charge is $15 for 


15 days. 

Due to the fact that there may be a long waiting list 
re-established, all secretaries should schedule the loan of 
this film for a meeting at least one month after the 5th 
March. This will allow time for shipping. 

_ When you notify our librarian of the date you wish the 
film, please include at least two alternate dates. 

This 13144 minute film is a good P.R. vehicle for boards 
who intend to invite outside groups to a meeting. 

All the equipment that is necessary is a 16MM. pro- 
jector and screen, and these are usually procurable at local 
chambers of commerce, public libraries ete. If the latter 
two organizations do not rent projectors, they can usually 
advise you where one might be obtained. 
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TWO BOARDS DATED 
BY EARLY RECORDS 
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Minutes of organisation seeting of the Port Arthur Keul Estate Afents 
hold on the 2nd May,1914 in the office of the General Kealty Corporation 


Limited,?rince Arthur Buildisz,Port arthur. The following were present:- 
. 


* George I.Rapsey; 2.7.3.Dobdie; P.D.Juckson,‘fedard dercil; L.C.o.Hullum; 















Y 8.D'arey Hutton; H.a.Ruttan;l.J. 


Reid;J.H.Cook; Russell seikle; 





It was resolved unanizously by thos 
ion woula be of mutual advantage to 
and upon motion it was resolved t 
H.A.Ruttan Secretary pro tem. I 
Mr E.J.B.Dobie that un election 
L.J.3.Bolduo a seconded by 

There bei 


y 2x 
lared elected. 


elected be a committee to draft ylaws to he 
meeting to he held on Saturday,Ith instant t 
eral -ealty C tion Lirited,‘rin rthur 2 





There beine no 





Time fades and memories dim, but records go on and on. 
Probably if the principals involved in the two sets of 
minutes illustrated above (and still living) were to 
examine these documents again, the affair would re- 
awaken many pleasant memories. 

TOP ILLUSTRATION is the reproduction of Minute 
sheet as recorded at the inaugural meeting of the New 
Westminster Realty Agents Assoc. The meeting was held 
October 19th, 1921 (nearly forty years ago) and had 13 
men in attendance. Mr. N. Wm. Quarrie was chosen as 
first president. 

BOTTOM ILLUSTRATION dates even earlier. 15 
members were in attendance at the Port Arthur Real 
Estate Agents meeting when Mr. G. H. Rapsey was elected 
president. The document, signed by J. B. Bolduc, Secre- 
tary-Treasurer, is dated 12th May, 1914 although the 
meeting itself took place in the offices of the General 
Realty Corp. Ltd., Prince Arthur Building, on May 2nd, 
1914. 
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Ontario Boards 
Elect Officers 


TRI-COUNTY 


Clarence Ronson was elected presi- 
dent of the Tri-County Real Estate 
Board. Past president is John Nemeth; 
vice-president W. B. Hogarth; 
tary-treasurer, Joe Mooney; directors, 
John Nagy, Tillsonburg; Joe Lierman, 
Langton; Mrs. Emily Faw, Aylmer; 
Henry Bouckaert, Alymer; William 
Dadson, Port Burwell; Earl Johnson, 
Delhi. 


secre- 


SAULT STE. MARIE 


The Sault Ste. Marie Real Estate 
Board has elected its 1961 slate of 
officers. Lloyd Belec takes over from 
A. L. Micelli as president and L. G 
Rodgers becomes the new vice-presi- 
dent. 

Other officers are: Mrs. Margaret 
Eddy, Secretary and Directors: Curt 
Scott, Roy Rodgers, A. L. Micelli, W. 
Horbatuk and Clint Robertson. 


SIMCOE 


The Simcoe & District slate of 
officers for 1961 has been elected. 
George F. Anger will take over the 
presidency from Merrill Hare, with 
Michael Sokyrka becoming  vice- 
president; Miss Barbara Hearn as 
secretary-treasurer and Clifford E. 
Wingrove and George Pond as Broker- 
directors. Steve Gerbautz and John 
Dennis will serve as Salesman direc- 
tors. 


ORILLIA 


Harold S. Hare, Brampton, regional 
director of the Ontario Association of 
Real Estate Boards accepted an in- 
vitation from the Orillia Realtors 
Association to instal the incoming 
slate of officers. 

Those elected and installed were: 
President Jack Whitney; Past-Presi- 
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Real Estate 
Boards 


Association of 


Executive Committee: 

Hugh McKeown, Ottawa, President 

Ken Raven, Kingston, Vice-President 

C. W. Rogers, Toronto, Past-President 

O. K. Teetzel, Secretary, 109 Merton St., 
Toronto. 


Regional Directors: 

Gordon Todd, Hamilton; Harold Hare, Bramp- 
ton; John Bowes, Peterborough; E. B. Fleming, 
Sault Ste. Marie; R. E. Sanderson, Port Credit; 
Hugh Hart, Niagara Falls; A. Wiebe, Kitchener; 
Ron Richardson, London; Roy Wymark, Ottawa. 


ola] mlate(ajutate 
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THE WOMEN’S COUNCIL of The Toronto Real Estate Board has elected its 1961 


slate of officers. 


Reading from left to right they are: Mrs. C. Leckie, c/o R. G 


Walton R.E.; Mrs. Mabel Bennett c/o L. S. Snelgrove Co. Ltd.; Mrs. A. Violette 
Phillips, c/o H. G. Phillips & Son (Vice-Chairman); Mrs. Isobel Campbell, c/o H. W. 
Bleasdell Ltd. (Chairman); Mrs. Beatrice Sankey, c/o Johnston & Daniel R.E. (Past- 
chairman); Mrs. Phyllis Rowan, c/o Hunter, Nix & Telford Ltd.; Mrs. Shirley Brunke, 


c/o Johnston & Daniel R.E 


dent Borge Jarnel; Vice-President Ted 
Browes and Directors Lily Page, Don 
Campbell and George Marshall. Sue 
Mulcahy is secretary-treasurer. 


TORONTO I.C.1. 


The Investment-Commercial-Indus- 
trial Division of the Toronto Real 
Estate Board has elected its 1961 
slate of officers. 

Chosen to take the reins for the 
coming year, was A. Jay Webb, Vice- 
President and Sales Manager of 
Gibson Bros. Ltd. Mr. Alan Finlayson 
of McArthur & Son was elected Vice- 
Chairman. 

Directors will be: Harry Bongers, 
George Calladine, William Drummond, 
Andrew Hazlett and Joseph Tully. 


POLICY CHANGE 


Toronto Industrial Leaseholds 
Limited has recently ungone a change 
in managerial policies. Webb & Knapp 
(Canada) Limited will assume a more 
direct role in the development and 


financial operations of the company. 

Management will now comprise of 
William Zeckendorf, Jr. as President 
and Chief Executive Officer with Gary 
Fieger of Webb & Knapp becoming 
Executive Vice-President and General 
Manager. Mr. Alex Rubin 
Chairman of the Board. 

It was also announced that Mr. 
Rubin will set up his own development 
company (Realty Leaseholds Ltd.) of 
which he will be president. The new 
company completing, under 
contract, many of the current con- 
struction projects of Toronto Indus- 
trial Leaseholds, will also engage in a 
building and development programme 
of its own across the country. 


is now 


besides 





There are two pages set aside 
for Ontario news each month, 
yet out of the 42 boards in the 
Association we usually hear 
from only five or six. This sec- 
tion is yours . . . please use it! 
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CENTRAL ST. LAWRENCE OFFICERS 





CENTRAL ST. LAWRENCE Real Estate Board has elected its 
1961 slate of officers. Seen here from left to right, front row 
are: Dwight Landon, secretary-treasurer; Lorne Lockyer, vice- 
president; J. Dean Seaton, president; Peter Toxopeus, imme- 
diate past president. Back row, left to right, Roy Wymark, 
Ottawa, regional director of the Ontario Association of Real 
Estate Boards; Joe Sullivan, director; Fred Uden, secretary; 
Lorne Durant, director; Keith Teetzel, Toronto, executive secre- 
tary of O.A.R.E.B. Absent is Gerald Street, director 





JUST THE PLACE, 
FOR YOu! '@ 


GEORGIAN 
LODGE 


Beautiful estate-like surroundings. Pack- 
age plan for golfers includes greens 
fees, food and room. First tee is 150 
yards from the door. Wonderful fishing 
— no license required. Swimming pool, 
TV lounge, excellent dining room. 
Credit cards honored. 





FREE! 
: 
Write for new TRAVEL GUIDE listing fine motels 


from coast to coast, inspected and approved by 
Congress of Motor Hotels. 


U.S. 17, (P.0.) Box 918 
BRUNSWICK, GA. 
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FATHER HONOURS SON 


T. GLEN CHAMBERS was signally honoured at the annual 
meeting of the Hamilton Real Estate Board, when he received 
the President’s gavel from his father, Stewart Chambers, a 
past-president of the board (1924). 


Mr. Chambers, senior, is the only surviving member of the 
charter group who formed the board in 1921. He is a 
director of the Canadian Chapter of the Society of Industrial 
Realtors and a past-president of the Ontario Association of 
Real Estate Boards 

Other officers elected are: J. G. Steadman, Ist vice-presi- 
dent; Eric O. McKay, 2nd vice-president and directors Joseph 
F. Argo, S. J. Campbell, Kenneth Coope, W. D. Hitchox, 
Balys Kronas, J. Kwekkeboom; Don House, salesman-director 
and Ray C. Edwards, immediate past-president 


1961 Convention Locale 





This breath-taking view of Bow River Valley will provide 
an exhilerating background for CAREB’s Banff convention 
— Sept. 4th to 8th. 
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LOW RENTS — 
Continued from page 5 


The high cost per unit — quoted by 
the Editors of Fortune of $13,000.00 
and going up to $20,000.00 per unit — 
was not the cost of building these 
units. They were the cost of main- 
taining these units after these fami- 
lies moved in. Mr. Robert E. Lamy, 
Assistant Superintendent of Housing 
Operations, Detroit Housing Com- 
mission, emphasized this fact at the 
Western Regional Managers’ Meeting 
in Windsor, in February, 1960, as 
follows :— 

“You cannot transfer an entire 
slum area into a public housing 
project. This is disasterous. This 
has been done in one of our build- 
ings and it took 15 men a day, 
working 2% months to restore the 
units to a liveable condition. From 
our experience in Detroit, it is clear 
that more than 10% of problem 
families in a project defeated the 
purpose of public housing”. 


. . * 


It is now recognized that housing is 
far from decisive in the making of 
good citizens. Few students of this 
subject now believe that the slums 
create crime and vice and disease: it 
is now considered more likely that the 
slums simply attract problem families, 
and their problems will not be erased 
by putting these families in a subsi- 
dized housing project. In fact it has 
been shown both here and in United 
States that slums do not create prob- 
lem families but the problem families 
do create slums. And if these prob- 
lem families are put in any great 
numbers into any housing project they 
will make a slum of that housing pro- 
ject. It has been invariably shown 
that when the money is available, 
these families will purchase on time, 
new cars, new T.V. sets, even though 
they know that this is a short period 
of high income — that they will have 
the use of these items only for a very 
short time and before the year is out, 
in most instances, will lose both the 
car and the T.V. set to the bailiff. 

In other words, they are quite will- 
ing to pay high rents for certain 
amenities of life, but decent housing 
is not one of them. However, we are 
living in a democracy, a free enter- 
prise country. If these people wish to 
spend their money that way, that is 
their privilege. 

* * *« 

The second objective of all Low 
Rental Housing is to do away with 
substandard housing. Which of these 
methods, subsidized or full recovery 
projects, are resulting in the abolition 


oF 


of substandard housing? The follow- 
ing is a further quotation from the 
Meeting in Windsor in February, 
1960 :— 

QUESTION :—“Do combined subsi- 
dized and full recovery projects 
achieve a desirable balance be- 
tween the tenant in the bottom of 
the lower third of the income 
band than those in the top of this 
band?” 

DISCUSSION :—The question did 
bring out strong arguments for 
Full Recovery Housing. Normally 
the man with an income of 
$300.00 to $375.00 a month, and 
a family of 3 or 4 children could 
only afford to rent substandard 
accommodation. In fact, fre- 
quently this was the only rental 
housing available in the com- 
munity. Consequently, full re- 
covery housing at a lower rental 
was an economic force in bringing 
about lower rental in substandard 
housing and could result in its 
repair and rehabilitation. In fact, 
Full Recovery Housing acts as a 
brake on civic deterioration. 

With regard to forcing the owners 
of substandard housing to either fix 
it up or tear it down, an additional 
aim is assisting young families with 
children to put aside the necessary 
down payment to own a home of their 
own. The success of the second objec- 
tive of low rental housing is, there- 
fore, measured not only against the 
number of substandard housing units 
torn down as a result of low rental 
projects going up, but also on the 
voluntary leaving from these full re- 
covery projects of families who are 
going to better themselves. 

The answer to this once again is 
found in the meeting which was held 
in Windsor, wherein it was stated that 
21 to 25% of the families moving out 
of Full Recovery Projects were better- 
ing themselves. This had been proven 
by detailed studies. This up-grading 
was particularly associated with large 
families, a great number of whom 
want their own homes. Most of the 
delegates to this meeting felt that 
their full recovery projects acted as a 
social asset to their communities. 

* » * 

One further statement made by the 
proponents of Full Recovery Projects 
as opposed to subsidized projects is 
that Full Recovery Projects are a 
more economical way of gaining these 
objectives than is a subsidized project. 
This argument, of course, would un- 
doubtedly be true of any product for 
which a subsidy is being considered. 
In many aspects of our free enterprise 
system today, we have a subsidy of 
one sort or another to which we do not 


object. Why should objections be 
raised to a subsidy for housing, which 
is one form of product, when there 
are so many subsidies built into other 
aspects of our economy? 

The answer is to be found in the 
fundamental importance of the health 
of real estate to the economy, not only 
of the nation but of the community. 
Each year 20% of our Gross National 
Product derives from real estate ac- 
tivity of one sort or another. This is 
one-fifth of our annual income. In 
this respect Canada is almost unique. 
Very few countries in the world derive 
such a large portion of their annual 
income from real estate activity. 

Furthermore, our municipalities are 
almost wholly dependent for their fin- 
ancial structure on the taxes derived 
from real estate. As this tax structure 
rises, it tends to mar and inhibit the 
real estate values within the com- 
munity. 

In the final analysis the tax dollars which 
go into subsidized housing are competing 
for the tax dollars which should go into 
schools, roads, sewers, town planning, 
recreation and all the other aspects of 
municipal services to its citizens. 


Furthermore, these taxes are paid 
not only by the rich, the well-to-do, 
the middle class but also by the lower- 
income groups. A sharp increase in 
the tax rate is an irritating thing to 
any family no matter how wide its 
budget margin may be. To the low- 
income family who has sacrificed a 
great deal to acquire a small equity in 
their home, which to them represents 
their stake in the Canadian economy, 
a rise in the tax rate is sometimes 
disasterous. When the City goes into 
its other fields of service, a definite 
amount can be budgetted each year to 
be added to the mill rate to pay for 
those sewers or sidewalks or schools. 
When the Municipality enters the 
realm of subsidized housing, no one 
can tell what the dollar amount is 
going to be which must be raised by 
taxes to pay for that subsidized hous- 
ing project. It is this tiger-by-the-tail 
aspect of taxation that worries most 
people about any subsidized project. 
And the people who are bearing the 
brunt or will bear the brunt of this in- 
creased taxation are the brothers and 
sisters, economically speaking, of those 
who are getting the benefit of this in- 
crease in taxes. 


* * 


At a Conference of Housing Au- 
thorities held in Ottawa in June, 1960, 
one of the panel speakers, speaking in 
favour of subsidized housing, stated 
that it was a question of developing 
in the public a wider social conscience. 
In order to awake this social consci- 
ence, publicity should be so given to 
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the manner in which certain families 
in the area live — that no one would 
dare talk against subsidized housing. 
The reluctance of the majority of our 
citizens to speak against subsidized 
housing seems to prove that these pro- 
ponents of subsidized housing have 
almost accomplished their aim. 

The answer to this is to be found 
in the manner in which full recovery 
projects are administered. In projects 
erected under the Federal, Provincial, 
Municipal agreement, there is no 
floor on the earnings of the would-be 
tenants; there is a ceiling. This 
means that no family is refused ac- 
commodation because of their earn- 
ings. Inasmuch as the rents on these 
full-recovery projects in Ottawa are 
running from $70.00 for two-bedroom 
accommodation up to $86.00 for five- 
bedroom accommodation, this rent 
scale is well below the going rates for 
privately-owned accommodation. While 
we have no large slum areas within 
the City of Ottawa, we do have a 
great deal of substandard housing. 
For this reason there is a great need 
for more and more low-rent, full- 
recovery projects in Ottawa. If we get 
enough low-rental full-recovery houses 
built in Ottawa it will, through its 
economic impact, do away with our 
substandard housing. As the tenants 
move out of their present accommoda- 
tion into the better accommodation of 
the full recovery projects, the land- 
lords will be faced with empty build- 
ings, which they will either repair or 
tear down. 


* * * 


In each community, in addition to 
problem families, that is to say — 
those families which are composed of 
adult as well as juvenile delinquents— 
there are cases of real need. Families 
who by reason of illness, accident or 
other personal disaster are for a 
shorter or longer period of time, in 
need of aid. How should these families 
fit into the low rental housing scheme? 


These are the families, of course, 
who are looked after presently by our 
Social Welfare Department. The 
budgetting of the Social Welfare De- 
partment is most unrealistic insofar 
as rentals for these families in need 
are concerned. It is the feeling of the 
proponents of full-recovery projects 
that the Social Agencies of the com- 
munities concerned should budget 


realistically for housing accommoda- 


tion. They should budget for the going 
rentals—for the type of accommoda- 
tion needed for the family in question 
as set forth in these full-recovery 
projects. 

This, you will say, is subsidized 
housing. It is subsidized housing in a 
way but it does away with many of 
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the evils of blanket subsidized housing. 
By having a realistic Social Welfare 
budget, the Civic Authorities can re- 
port to the taxpayer the exact amount 
in dollars that is spent on this aspect 
of our Social Welfare work. Further- 
more, it is named what it is — Social 
Welfare. It does away with the tiger- 
by-the-tail aspect of financing subsi- 
dized housing as such. 

It would also enable the Housing 
Authority — faced with the responsi- 
bility of administering the low rental 
housing —to reject or to evict any 
family which was placed in its pro- 
jects by the Social Welfare Depart- 
ment, if that family did not respect 
the housing which it had been granted. 
One thing should always be borne in 
mind when you are thinking of the 
tenants who occupy these low rental 
housing projects. They are the back- 
bone of Canada. These are the young 
families who, in the majority of the 
instances, are on their way up. They 
are entitled to decent accommodation 
and they also are entitled to decent 
neighbours. On the other hand, those 
of our citizens who have met with 
personal disaster in one form or an- 
other are also entitled to decent living 
accommodation. However, they will 
never get it under our present Social 
Welfare budgetting system. In fact 
our present budgetting system is 
merely giving a subsidy or a bonus to 
the private owners of substandard 
housing. A distinction should be made 
between those persons in need through 
no fault of their own — and to whom 
every assistance should be extended 
and those families who are chronic 
cases — clients of the Social Welfare 
Department from generation to gener- 
ation—through their own chosen mode 
of life. 


We should strive in our community 
to have enough Full-Recovery Projects 
so that every citizen, no matter what 
his annual income may be, who wants 
good, decent living accommodation — 
can have good, decent living accom- 
modation. 





+ + + 


SHOPPING CENTRES — 
Continued from page 10 


And yet, on the completion of my 
first year of business, the adjusted 
rent yielded an amount which was 
almost three times my first year basic 
guarantee and just short of double the 
average return per square foot for 
the whole “Centre”. 

In my negotiation with the princi- 
pals of the Development Company I 
assured them that I would apply the 


difference in percentage rates to my 
advertising budget and thereby im- 
pact the business to life in a hurry 
so that both of us would have a big 
pie to share. Strangling a merchant 
by burdensome rental rates before he 
is even started is just plain folly — 
and yet these are the conditions that 
developers encourage. 

These are the problems that a good 
realtor can satify for a lessee if he 
cares to work for him—and as a 
consequence of his efforts be of in- 
estimable value to the lessor into the 
bargain. 


REGINA 


William Johner has been elected 
president of the Regina Real Estate 
Board. He succeeds Edward Bennett. 

Other officers-elect are: Herb Gib- 
son, 1st vice-president and Jack 
Knowles, 2nd vice-president. Lloyd 
Avram, Ken Bell, Felix Kraft and 
Gordon Raymond are directors and 
Ossie Larsen, salesmen’s representa- 
tive. 


WE APPEAL TO 
OUR READERS! 


We would like to focus our readers’ 
attention once again to our problem 
of making The Canadian Realtor a 
true representative or voice of C.A.- 
R.E.B.; its provincial associations and 
local boards. To foster our ambitious 
aims, we invite submissions for our 
various sections. We encourage your 
use of our “Letters to The Editor’, by 
sending us your opinions on any con- 
tentious article previously printed 
critical or otherwise. 

We would also be pleased to re- 
ceive human interest tales, anecdotes, 
unique real estate deals and what 
have you for our pot pourri column 
“Person to Person”. 

Your Canadian Realtor has a unique 
role. To our knowledge it is the only 
true vehicle of organized real estate 
published in the English speaking 
countries of the world. There are 
foreign magazines which do contain 
real estate news, but these have also 
incorporated building, construction 
and other information not particularly 
of interest to the majority of our 
profession. 

Because of this, we have many 
foreign sources subscribing to our 
magazine;areas such as, British Isles, 
France, Hawaii, Australia, Italy, 
Trinidad, South Africa and Germany. 

We have received many favourable 
comments from these sources and, by 
enlisting your aid, we shall receive 
many more. 
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PERSON TO PERSON 


PSBARARAVRAVBVVVBVRIABSBWAVVARLALBARARAVVLVAVIBVLVAVARGVLVVABAVEVIAY 


syllogism 


cottage owners located on six 
Ontario islands in the St. Lawrence River 
may soon find themselves paying Quebec 
taxes. An eight-man delegation from 
Cornwall has urged Lands and Forests 
Minister J. W. Spooner to meet his 
counter-part in Quebec to decide where 


round-the-clock 


2000 men are working under idea! 
conditions at Place Ville-Marie, Mont 
Webb 
& Knapp (Canada) Ltd., the developers 
have strung several miles of plastic cur 
taining around the exposed floors with 


real’s $80 million development 


each level containing temporary heaters 


HT) Canadian 


li 





CALENDAR 


The APPRAISAL INST. of CAN. 


Edmonton 
March 5th - 7th 


NATIONAL HOME SHOW 
C.N.E. Grounds, Toronto 


the interprovincial boundary downstream 


coupled to steam pipes coming in from March 31st - April 8th 


from the international boundary should the nearby Sun Life Building heating 
be located. A decision will affect some plant. Plastic sheets are capable of re- 
40 cottagers plus relieving concern of sisting an 80-mile per-hour gale. W & B.C. a ESTATE 
many sports fishermen who are some- K also supplies ‘‘foul-weather’’ clothing N : B.C 
; anaimo, B.C. 
times uncertain which province’s fishing to construction force May 5th - 6th 


laws they are violating 


SASK. REAL ESTATE ASSOC. 
Lake Waskesiu 
June 8th - 10th 


secneen: Heceees ‘contained’ apartments 


the Sarnia-Lambton Real Estate 
Board have been entrusted with the sale 
of Sarnia’s $85,000 jail which is being 
drummed out of service. Hearing of this 
a native quiped: ‘‘They should beam their 
advertising to those women who have 
trouble keeping their husbands home at 
night!” 


Brandon College will get the first 
loan under revised N.H.A 
which permits 


legislation 
universities to borrow 


CAN. ASSOC. REAL ESTATE 


BOARDS 
Banff, Alberta 
September 4th - 8th 


federal funds. The Government will 
advance $905,972 to assist the school in 
building a dormitory and dining hall 


mobile basement fringe benefits 


if approved, a Swiss-owned company 
will be the first to purchase ‘Air space 
over Toronto’s subway system 


incoming councillors at Etobicoke, 
Ontario get the royal treatment. Rexdale 
Realtor James Gilbert is no exception 


When he was sworn in as elected alder- 
Lyons and Son Ltd., Toronto Realtors, are Vancouver real estate firm has won a man for ward 4, the Honourable J 


seeking approval to build a $5 million seat on the Vancouver City Council with Keiller MacKay, Ontario’s Lieutenant 
12-storey luxury building at Yonge and her first try at politics. Mrs Governor, assisted by The Honourable 


Eglinton Linnell, one of three partners in Triangle Mr. Justice E. G. Moorehouse, admini 
Realty Ltd. is a war widow 


stumped experts 


Prome- 
nade Swiss Investment Ltd., through S. E 


a former cooking editor, travel 
lecturer and now partner in an all-woman 


Marion 
Main floor to contain a super 


market stered the oath of office 





EDITORIAL — Continued from page 3 

We strongly maintain that reading a book, segment by 
segment is not enough. The ideal formula would be to set 
aside a portion of each day to study educational material. 
The tools are there, why should we permit them to rust? 

We know of another chap who sometimes takes a month 
or longer to read through a reference book. This is 
another faulty practice for it is difficult to re-establish 
the chain of thought to recapture the vein of the 
substance, 

The hard core, prima facie evidence offered by the 
unused books on our acquaintance’s shelves, is far too 
prevalent to be ignored. Each of us who have an earnest 
desire to attain professional rank, should adopt book read- 
ing as a means to the end; not just casual, superficial 
reading but deep, concentrated absorption from cover-to- 


ORILLIA REALTORS ASSOCIATION 


a ee 





cover — ideally, in one or two evenings! 
“THE HOUSE THAT JACK BUILT’ was a feature in the If we load 
Orillia Santa Claus Parade staged last December. The entry, 
sponsored by the Orillia Realtors Association was one of 2] 
floats, 33 walking units and 5 local bands 


our shelves for no other reason that a 
freudian desire to present a facade; if we are so singu- 
lar that we must purchase our cloak of pseudo-intelligence 

then we are cheating ourselves nobody else! 
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REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


BARRIE, ONT. 


Rogers and Connell 
One Dunlop East (PA 8-5568) 


A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


BRANDON, MAN. 


Hughes & Co. Ltd., 
125 - 10th Street. 


BURLINGTON, ONT 


Canada’s largest town 


December Roses on the Blue Pacific 


W. D. Hitchcox 
541 Brant St. NE. 4-2343 


CALGARY, ALTA. 


Burn-Weber Agencies, | 
218 Seventh Ave. W. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
100138 - 101A Ave. 


FORT WILLIAM, ONT. 


Willport Realty Limited, 
Fort William - Port Arthur. 


NANAIMO, B.C. 


Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE, 2-4806). 


PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


QUEBEC, QUE. 


Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


RED DEER, ALTA. 

Botterill McKee Cunningham Ltd. 
5002 Ross Street. 

Phone 2619 





VERNON, B.C 

Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 

LInden 2-4007. 


WINDSOR, ONT. 


U. G. Reaume Limited, 
802 Canada Trust Bldg. 
176 University St. West, 


General Real Estate Continued 


WINNIPEG, MAN. 
Arnovitch & Leipsic Limited, 
Four Sixty Main Street, 

W Hitehall 2-3301. 


PROPERTY MANAGEMENT 


HALIFAX, N.S 
Roy Limited, 
Roy Building. 


VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


CALGARY, ALTA. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


HALIFAX, N.S 
Roy Limited, 
Roy Building. 
REGINA, SASK. 


W. Clarence Mahon, 
850 Western Trust Bldg. 


EDMONTON, ALTA. 
Melton Real Estate, 


10154 - 108rd Street, Phone 47221. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


EXPERT APPRAISALS 


CALGARY, ALTA. 

Ivan C. Robison & Company, 
716-Fifth St. S.W 

Phone AMherst 6-3475. 


EDMONTON, ALTA. 
Peter B. Sayko, F.R.1., 
11023 127 Street 
Weber Bros. Agencies Ltd., 
10013 -101A Avenue. 


RAE .. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


WINDSOR, ONT. 

I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 

Phone CL. 6-2335. 





TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST -TO-COAST 


e General Real Estate 


@ industrial sites 
and properties 


® ideal store locations 
@ rural holdings 
© appraisals 


® property management 


Rates for Advertising 
in the Real Estate 


Directory: 

3 lines — 12 issues $45.00 
3 lines 6 issues 29.00 
Additional lines $1.00 per issue 
No charge for city and province lines 
PROFESSIONAL 
LISTINGS 





Rates for Professional Listings 
ONE INCH SIZE 

For six insertions $60.00 
For twelve insertions 95.00 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 


te, wire or phone 
BOULTBEE SWEET & CO. LTD 
555 Howe St., Vancouver, B.C. MU. 1- 7221 





WE SELL THE SUN PARLOUR 
specializing in 
Appraisals, Sales, Industrial 


We like to co-operate — Call 
I. W. THRASHER 
CL. 6-2335 


1596 Ouellette 





WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-7221 
Calgary, 534 - 8th Avenue West, 

Phone AMherst 6-867] 


Vancouver, 1701 W. Broadway 
Phone RE 6-0411 
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NEW BOOKS FOR REAL 
ESTATE PRACTITIONERS 


MANAGEMENT FINANCE 
PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


84 How to Help Your Salesmen 
Produce More Business 
85 How to Close in Selling Homes 


SHOPPING CENTERS 


LAW SELLING 


ADVERTISING 

1 How to Get Profitable Listings 
Through Ads Woessner 
Real Estate Advertising N.1.R.E.B. 
Successful Real Estate Advertising Morton McDonald 
Advertising Copy 
How to Use Classified Advertising 
to sell more real estate 


APPRAISAL 


Vogel 
Arnold 


Hotchkiss 91 


Shopping Centers — Principles 
& Policies 

92 Mistakes We Have Made in 
Developing Shopping Centers 


McKeever 
McDonald 


Nichols 
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Appraisal Manual 

The Appraisal Process 
Condemnation Appraisal 
Handbook 

Appraisal Guide 


Appraisal Terminology & 
Handbook 

Appraisal of Real Estate 
How to Value Real Estate 
Manual of Appraisals 
Selected Readings in Real 
Estate Appraisal 
Valuation of Residential 
Real Estate 

152 Problems in Appraisal 
With Solutions 

National Construction Estimator 


FARMING 


Several texts are available upon request. 


FINANCE 


45 
46 
47 
48 
49 


Agricultural Finance 

Elements of Accounting 

How to Finance Real Estate 
Farm Records & Accounts 
Real Estate Investments & 
How to Make Them 

Real Estate Office Bookkeeping 
Simplified 

Limited Companies & Their 
Accounts 

Canadian Accounting Practice 
Canadian Mortgages 


LAW 


60 
61 


62 


Real Estate Law 
Summary of Canadian 
Commercial Law 
Law of Contract 


MANAGEMENT 


65 


66 


67 
68 


How to Operate a Real Estate 
Business 

Principles of Real Estate 
Management 

Real Estate Management 
The Modern Concept of Real 
Estate Admin. 


SELLING 


75 


76 
77 
78 


Real Estate Salesman’s 
Handbook 

Sales Ideas that Click 

The Successful Salesman 
How to Sell Real Estate by the 
Sell-An-Idea Technique 
How | Raised Myself from 
Failure to Success in Selling 
Real Estate Selling Aids 
Selling Home Property 
Selling Real Estate 
Successful Real Estate Ideas 


Send order on your letterhead to: 


McMichael 
Schmutz 


Schmutz 
Society of Res. 
Appraisers 


A,I.R.E.A. 
A.L.R.E.A. 
Teckemeyer 
Boeckh 


A.LR.E.A. 
May 


A.L.R.E.A. 
Cal. Pacific Estimators 


W. G. Murray 
Ferguson & Crocombe 
McMichael & O'Keefe 
Efferson 


Hefti 


Ferguson & Crocombe 
Leonard & Beard 
Woodard 


Kratovil 


Anger 
Cheshire & Fifoot 


McMichael 


Downs 
Bliss & Sill 


Calif. Assn. 


N.A.R.E.B. 
N.A.R.E_B. 
N.A.R.E,B. 


Cook 


Bettger 

King 

Geer 
McMichael 
Prentice Hall 


Canadian Institute of Realtors 
109 Merton Street, Toronto 7, Ont. 


5.00 
2.75 
7.00 
4.50 


13.00 
6.00 
3.60 


6.75 
5.60 


$ 9,00 


2.75 
13.00 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 
106 


107 
108 


Culture of Cities 
Fundamentals of Real Estate 
Practice 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy ‘ 
Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada 

Successful Publicity & Public 
Relations 

Urban Land Economics 
Neighbourhood Planning 
Leases — Percentage, Long & 
Short Term 


BOOKLETS 


109 


110 


115 
116 
117 


118 
119 
120 
121 
122 
123 
124 


125 
126 
127 


130 
131 
132 


133 
134 


How to Make Money Speculating 
in Real Estate 

Monthly Amortized Mortgage 
Payments 

Real Estate Traders Handbook 
Sale — Leasebacks & Leasing in 
Real Estate & Equipment 
Transactions 

Co-operative Apartments 
Direct Mail Pieces 

Double Your Dollars by 
Knowing the Answers 
Greater Profits from Listings 
New Business from Old 
Pitfalls 

Real Estate Advertising 

Real Estate Exchanges 

Real Estate — It’s Wonderful 
Real Estate Syndicates & 

How They Work 

Sales Ideas That Click 

The Successful Salesman 

The Modern Concept of Real 
Estate Admin. 

Pace of Progress 

Everyday Real Estate 

Hiring, Training & Financing 
Salesmen 

Estimating Market Price 
Learn to Trade 


Mumford 


Atkinson & Frailey 
Townsend & Dalzell 


Geer 
Frailey 


Russell 


...Bladen 


Semenow 
McMichael 


Firestone 


Semenow 
Ratcliff 
Kostka 


McMichael & O'Keefe 


Cadwallader 


Greenfield 
L.R.E.M. 
1.R.E.B. 


LLR.E.B, 
ILR.E.B, 
ILR.E.B, 
ILR.E.B, 
LR.E.B, 
ILR.E.B, 
1LR.E.B, 


ILR.E.B, 
ILR.E.B. 
ILR.E.B, 


Calif. Assn. 
N.1.R.E.B. 
N.1.R.E.B. 


N.1.R.E.B. 
N.1.R.E.B. 
N.LR.E.B. 


OTHER MATERIAL (For material below make cheque 


140 
141 
142 


143 
144 
145 
146 


Pamphlets: 


Helpful Hints for Home Sellers 
Helpful Hints for Home Buyers 


favour of C.A.R.E.B.) 


Helpful Hints on Using the Co-operative 


Listing Service 
Construction Pointers 


C.A.R.E.B. Realtor Cuts for letterhead, etc. 
C.A.R.E.B. Realtor Window Stickers 
C.A.R.E.B. Realtor Lapel Pins & Buttons 





